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SHOWS Pp ROFIT *k SMALL-TOWN DEALER PARLAYS $15 LOAN TO 
$100,000 ANNUAL BUSINESS IN 15 YEARS! 


—see poge 42 





CRAFTWALL 


by Weyerhaeuser 


It’s the new look in genuine wood paneling! New, richer wood colors and tones 
... new deep-grooved beauty... guaranteed for the life of the home. Crattwall genu- 


ine wood paneling is now more beautiful than ever. Thanks to an improved finishing process, colors are now even richer 
and clearer. And Craftwall’s new, deeper grooves accent the beauty of every “plank.” The setting below highlights 
Pastel Cherry, just one of the nine new Craftwall finishes. It will be featured in Better Homes and Gardens, and in 
five building and home improvement manuals this year. New Craftwall resists scuffs, stains, dirt, cleans with a damp 
cloth. Never needs waxing. It’s guaranteed for life, in writing. Coupon brings complete Craftwall details. 








In nine different woods, 7’ to 12’ lengths. Offer Fire Retardant Craft- 
wall, too. In Canada, buy prefinished Plankply, manufactured by 


Guelph Plywood Co. Ltd., Mattawa, Ontario—a subsidiary. Ww h C 
eyerhaeuser Company 


Dept. BMM-81, Box B1, Tacoma, Washington 


Please send complete Craftwall information for dealers to 





NAME 


Weyerhaeuser Company 


FIRM 





ADDRESS 
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For conventional construction or components... choose 
Southern Pine for strength, economy and performance. 





For wall framing... 


proper seasoning at the mill assures uniform size and stability. 


For roof construction... 

Southern Pine dimension is uniformly graded over its entire 
length. This permits simple beam, cantilever, continuous or 
tension loading as’ required for trussed rafters. These same 
qualities also apply to conventional rafters and ceiling joist 
construction. 


For joisted floors... 

the U. S. Forest Products Laboratory, America’s foremost author- 
ity on wood, in their Technical Bulletin 408 rate Southern Pine 
tops for hardness, toughness, stiffness, bending strength, and 
nail-holding power, all requisites for dependable joisted-floor 
construction. 





%* The Federal H&HFA says that the requirements for an all-purpose, full- 
length stress-rated grade to use in trusses and light framing is ‘‘most 
nearly approached today in SOUTHERN PINE." 
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“For quality Miller Homes, we use 
components built of dependable 
Southern Pine.” 


says J. Clifford Miller, Jr., President,. 
Miller Manufacturing Company — 
Prominent Pre-Crafted Home Manufacturer. 
Richmond, Virginia. 


‘For trusses, wall units, and joisted floors... even 
for most of the interior and exterior finish... we use 
Southern Pine exclusively. That way, we save time 
and money, and still satisfy the most 

discriminating of our Miller Home Buyers.” 


SOU i t RN ed | N S Write today for these free bulletins: 
SOUTHERN PINE ASSOCIATION 


’ n P. 0. BOX 1170, NEW ORLEANS 4, LA. 
It s dry. ae pre-shrunk. "9 from the mills Please send the following technical bulletins: 


OQ Stress Grade Guide O Trussed Rafter Data 


of Southern Pine Association. 3 © How to Specify Quality Southern Pine © SPA Buyers Guide 
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TO MAKE PAINT STICK TO THE JOB 


High quality pigment-in-oil paint gives 
amazing durability provided it penetrates 
the surface. Without proper penetration 
it is not possible to gain satisfactory ad- 
hesion. Gum Turpentine, the world’s 
best paint thinner, provides the ideal 
penetration to anchor the paint film to 
the surface. All good painters know this 
secret of good paint jobs. Every time 
you sell outside house paints or long 
lasting interior oil paints, enamels and 
varnishes, sell Gum Turpentine. Make 
sure the paint you sell gives lasting sat- 
isfaction. You make a handsome profit 
on Gum Turpentine. Nationally adver- 
tised in leading magazines and farm 
journals. Order a good stock of Gum 
Turpentine today. The AT-FA seal is 

your assurance of genuine spirits of 

Gum Turpentine. 


AMERICAN TURPENTINE FARMERS ASSOCIATION 
General Offices: Valdosta, Georgia 
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COMING EVENTS 


Sept. 17-20—1961 Hoo-Hoo Convention, The Americana, 
Miami Beach 
Sept. 20-21—40th Producers’ Council Convention, Pitts- 
burgh Hilton Hotel, Pittsburgh 
Sept. 24-28—Joint National Convention of Aluminum 
Jindow Manufacturers Assn. and Sliding Glass Door 
& Window Institute, Mountain Shadows Resort, 
Scottsdale, Ariz. 
* 25-27—20th Annual Meeting of Northern Sash & 
oor Jobbers Assn., Somerset Hotel, Boston 
Oct. 2-6—National Hardware Show, McCormick Place, 
Chicago 
Oct. 9-11—National Assn. of Home Builders Marketing 
Seminar, Marriott Key Bridge Motor Hotel, Wash- , : 
ore. oe “DSC” means Dealer Sales Control, a wigan crag tec d this 
ct. 15-21—National Forest Products Week magazine to focus attention on the most profitable business 
Oct. 21-22—15th Annual Convention, Oklahoma 8 
Lbrmn’s Assn., Municipal Auditorium, Oklahoma methods used today by dealers and wholesalers. It Is one of 
City the permanent management principles which guide the edi- 
Nov. 4-7—NRLDA, McCormick Place, Chicago tors in reporting and interpreting industry trends. 


Controlling the sale at dealer level can stem from land con- 


COMING IN YOUR AUGUST 28th ISSUE trol, prefabing, financing, Home Center stores, strong retail 
Siietidadnatin aasiaia cil nail eae advertising, installation services, sales of new homes or re- 
* First definitive study of shopping center stores op- : i $. 

erated by retail building materials dealers; a grow- modeling packages to builders or meee ro trolled b 

ing trend is documented with facts and figures on DSC means product brands and specifications controlled by 
22 retail stores in shopping centers in metropolitan the dealer. 

areas and small towns. 
* Advantages and disadvantages of shopping center 

outlets based on interviews with dealers throughout 

the country. How do shopping center stores compare 

operationally with your traditional store? See next 

issue for the answers. 


Building Materials Merchandiser is published every other Monday by Vance 
Publishing Corp., 59 E. Monroe St., Chicago 3, Ill. Subscriptions: one year, U.S. 
and Canada, $5 (26 issues) $8 for two years, $10 for three years. Foreign $20 for 
one year. Single current copy, 50¢. Back copies $1 except Buying and Product 
Data File which is $2. Entered as second class matter October 2, 1946 at the Post 
Office at Chicago, Ill., under the Act of March 13, 1879. Copyright © 1961 by 
Vance Publishing Corp. 
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MAKE THIS YOUR BIGGEST SELLING FALL 


AMERICA’S BIGGEST SELLING DOOR ... 


order now for the fall rush on Aluminum Doors 
SELL variety this FALL SELL for profit this FALL 


More models in self-storing standard and pre-hung designs mean Leave the leaves to slow-pokes. Feather-lite’s lowest prices let 
more chances to sell your fall buyers. Order now! you rake in only profit. Order now! 


SELL quality this FALL SELL doors this FALL with 
hivextruded construction (in our own plant) «full Linen by FREE POSTERS, BANNERS, DISPLAY UNITS! 


2\-inch THICK stiles . . . wool pile weatherstripped . . . full- : : 
length concealed hinge .. . drip cap header . . . weatherstripped Contact Feather-lite to help you SELL even more this Fall! 


bottom expander fits all standard size openings (and much, much 
more!) Order now! 


ae chommpunanen ROLCGIED ICARIIORY 


below plus the details of Feather-lite’s merchandising program. . ies 
FH Stenderd Combinciion () Standerd Self-Stering WHOLESALERS! DISTRIBUTORS! Choice territories 
are still open. Use the coupon to get in touch 


— 


BMM-8-61 (1) Sereen Doors 


mY Name 





[) Pre-Hung Combination (—.) Pre-Hung Self-Storing | with Feather-lite .. . fast! 


COMPANY Name at, 7 





ADDRESS 


ee oT” MANUFACTURING CO. 


city ZONE STATE 


[) 1 AM A DEALER [) 1 AM A DISTRIBUTOR 11710 CLOVERDALE + DETROIT 4, MICH. + WE 3-0064 
AMERICA’S LEADING MANUFACTURER OF ALUMINUM-COMBINATION-SELF-STORING & SCREEN DOORS 
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THE EDITORS’ VIEWPOINT 


Specialized Selling 


N NEARLY EVERY ISSUE of BMM we publish reports on how 

dealers and wholesalers set up specialized divisions or departments 
for packaged home improvements, prefabricated components or brand- 
name homes, shell houses, farm buildings, cash-and-carry, etc. 


In fact, most of the current successes in retailing of building materials 
stem from some type of specialized selling. 


The most successful pattern is to establish separate divisions for spe- 
cialized activities. But specialized selling can also be accomplished 
through the simple means of advertising and merchandising. 


For example, a rural dealer can go after the packaged farm building 
business on a specialized basis, even though he cannot have even one 
man devote full time to this field. The trick is to advertise and promote 
packaged farm structures and provide financing and erection service. 


The same can apply to cash-and-carry. Cash options can be made 
by any dealer. It is simply a matter of selecting specific materials and 
products for cash sales and developing a cash policy for such selected 
merchandise. 


As an industry, lumber and building materials dealers have a very 
low percentage of sales invested in advertising. Creating specialized 
sales programs such as home improvement services, cash-and-carry 
specials, etc., can give any dealer a very sound reason to step up ad- 
vertising. 


The company which is organized on a regional basis can specialize 
its entire sales approach. In fact, the success of cash yards in general is 
based on the fact that they draw trade from a wide territory. 


But a dealer in a small town, who has no desire to become a re- 
gional retailer, can usually compete with any distant yard if he can get 
across to local builders and homeowners the idea that the same services 
or systems of selling, such as cash-and-carry, are available from the 
home-town yard. 


In other words, you can become a specialist through advertising, 
without setting up an entire division or separate company. 


—THE EDITORS 
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BARRETT’s 3 new VINYL-COUSTIC( fiberboard tiles soak up 
und as well as, if not better than, ordinary acoustical tiles. Your 
istomers will discover that these vinyl-covered tiles are ideal 
or kitchen use. For in addition to muffling noise, these tiles are: 

‘“Scnaaiwood’ ~©0&’-« Washable and grease-resistant; 2. Attractive. They have no vis- 

[—— | ible holes, due to a thin vinyl film that covers their entire surface. 

For complete details contact BARRETT. — 


OFFICES IN: BIRMINGHAM, BOSTON, CHARLOTTE, CHICAGO, CLEVELAND, HOUSTON, NEW YORK, PHILADELPHIA, ST. PAUL, | | ied 
TT rade Mark of Allied Chemica! Corporation 








BARRETT DIVISION hemical 


40 Rector Street, New York 6, N. Y. 








Tapestry 
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New Developments 





DUVEDTLAAUNE OE ETO ANAT HOUT 


ACCELERATED SPENDING FOR DEFENSE, bringing budget deficits, might tighten 
the money markets and dry up some of the recent flow of funds 
into home financing. 











Investment funds that are free to find their own best yields 
will be pulled out of the mortgage market if rising interest 
rates make government bonds and corporate securities more 
attractive. 


At this point, unless the international situation worsens con- 
siderably, neither government nor industry officials expect 
controls or shortages in building materials. The increased 
deficit spending might be inflationary, however, and tend to 
push up materials prices. 











THE GALLOPING WICKES CORP. begins construction of an $830,000 headquarters 
office building in Saginaw, Mich. this month. The corporation 
has many enterprises, but probably the most remarkable is the 
one so familiar to building materials dealers--Wickes Lumber. 


There are now 20 Wickes_caSh-and-carry yards and the company 
reports that seven more branches will be added this year, 
including one each in Minnesota, New Jersey and Maryland. 





As in the past, the new Wickes branches will probably be built 
in the country, outside of cities. This location formula has 
obviously worked well for Wickes, but many dealers wonder if 
it can work as well when city yards begin to compete on a 
cash-and-carry basis. For instance, a leading Pennsylvania 
cashway retailer told BMM: "There is no point in a customer 
traveling miles out of town to a lumberyard when he can get 
the same casSh-and-carry service at one of our branches near 


his home." 








Another cash-and-carry development comes from Moore's Wholesale, 
headquartered in Roanoke, Va. New branches are expected to 

open this year in Williamsport and Allentown, Pa. and also 
another branch in New England. 








Also, Castle Lumber Corp., with its main cash-and-carry yard 
in Hightstown, N. J. has expansion plans. 


FARM HOUSING SHOULD GET A SHOT IN THE ARM from the new housing act. Con- 
siderable extension of the farm housing program is planned by 
the Farmers Home Administration of the Agricultural department. 


The new law makes direct loans available to any family 
which lives in a rural area and cannot obtain private money 
for home construction and repair. Previously, only farmers 
were eligible for the direct loans. 





The law provides $450 million for the federal loans at 4% 


interest with a maximum maturity of 35 years. 
(continued on page 10) 
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NEW DEVELOPMENTS (Begins on page 9) 


NEW IDEA IN OUTDOOR LIVING BUSINESS is a prefab custom patio package 
with a 15-year guarantee, now marketed through franchised 
dealers by the Stylemaster Corp., Gardena, Calif. 


The 8'x10' (to 12'x24') patio package revolves around a kit 

for retail dealers which includes fiberglass roof and valance; 
California redwood understructure (precut and prenotched) and 
ornamental iron support posts, as well as lag shields and bolts, 
aluminum and galvanized nails and weatherproofing mastic. 


Another outdoor living room development is now being prepared 
by a leading fiberglass screening manufacturer, in collabora- 
tion with a lumber manufacturer. Research indicates that a 
coordinated promotion could sell more than 100,000 outdoor 
living rooms through retail building materials dealers annu- 
ally--as a starter. 











APARTMENT CONSTRUCTION MAY GET A SETBACK due to rising vacancies. Census 
Bureau reports that the rental vacancy rate for the first 
quarter of 1961 was 8%, and 8.1% during the second quarter. 


This compares with a rental vacancy rate of 7.2% in 1960; 6.1% 
in 1959 and 5.7% in 1958. 


Vacancy rates for homeowner dwellings remain about the same-- 
1.2% of total homes in first quarter this year, 1.4% during 
second quarter. 


NEW WAGE-HOUR AMENDMENTS become effective Sept. 3rd. The National Retail 
Lumber Dealers Assn. states that any dealer who is now enjoying 
an exempt status will not be affected by the new amendments if 
his gross annual sales volume from his entire operation (exclu- 
sive of separately stated excise taxes at the retail level) is 
less than $1,000,000. Further, any retail establishment doing 
less than $250,000 annually is exempt. 


NRLDA suggests that dealers check company sales pattern, using 
the exemption check list on page 8 of the NRLDA booklet issued 
in 1950 titled "The Status of the Retail Lumber Dealer Under 

the Fair Labor Standards Act of 1938 and the 1949 Amendments." 


As soon as the Wage Hour Division has completed its revision 

of Interpretative Bulletin, Part 779--Retail and Service Estab- 
lishment Exemptions, NRLDA will issue a revised form of the 
Status Booklet. 


COMPETITION FOR THE HOME IMPROVEMENT PRODUCT DOLLAR COMES FROM EVERYWHERE. 
The National Assn. of Home Builders is busy trying to push 
builders into remodeling on a big scale. Department stores 
are actively selling packaged home improvements as well as 
specialty building products. 


Now comes a food retailer on the home improvement product 
scene! Giant Food, Inc., operators of nine supermarkets in 
the Washington, D. C. area, sells jalousies and aluminum 
doors and windows. Sales are to do-it-yourselfers, without 
financing plans. The company sends a man to measure and the 
products are delivered free! 


HOO-HOO WOOD PROMOTION PROGRAM AND NATIONAL FORESTS PRODUCTS WEEK will be 
explored at the 70th annual Hoo-Hoo convention in Miami Beach, 
Sept. 17-20, Americana Hotel. 


Keynote speaker will be a crusading lumber editor, John "Jack" 
Koellisch of Wood & Wood Products magazine, who will set the 
stage for a crack panel seSsion on wood promotion. 
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ALSYNITE 


LEADS THE WAY 


BUILDS SALES WITH BIGGEST 
BACKING IN PANEL HISTORY 


Dealers across the country are turning 
Alsynite’s million dollar advertising promotion 
into real profits with Alsynite’s powerful sales 
aids and displays. The photos on this page 
show the effective way Whiting-Mead Co. of 
San Diego uses Alsynite merchandising aids to 
increase sales. Whiting-Mead is one of many 
successful Alsynite dealers who report that 
Alsynite’s national advertising in major maga- 
zines like LIFE, BETTER HOMES AND GAR- 
DENS, and HOUSE BEAUTIFUL brings archi- 
tects, contractors and do-it-yourselfers right 
into their showroom. With Alsynite’s point-of- 
purchase aids out front, dealers wrap up the 
sale immediately. Alsynite is the first and finest 
panel of its kind, the only panel that offers 
such a complete promotional package. Backed 
by the world-wide resources of RCI, a leading 
name in chemicals, Alsynite’s advertising and 
merchandising program pre-sells for you. If 
you're not an Alsynite dealer as yet, but want 
to be part of Alsynite’s success story, send 
in coupon below today for full details, or 
call the distributor listed in the Yellow Pages 
of the phone book. Alsynite will lead the way 
to the biggest business you've ever had! 


® ALSYNITE, San Diego 9, California 
Attention Dept. AL-861: 
Please send me more details on Alsynite’s Promotional 
Program 


TRANSLUCENT PANELS Hens 


A DIVISION OF REICHHOLD CHEMICALS, INC, 
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IN THE FIRST YEAR! 
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Now, you can save $312 to $433 in price* 
alone on a Ford Econoline Van compared 
to the leading conventional half-ton panels. 
In addition, you can save over $100 every 
16,000 miles you drive! 


These savings come with a man-size 
truck. The Econoline’s cab-forward design 
with welded ‘“‘body-frame” gives bridge- 
like strength and reduces dead weight to 
haul over %-ton. Only 14 feet overall, Ford 
Econolines are nimble in traffic, easy to 
park, need less garage space. Big 4-ft. door 
opening (both curbside and rear) and level 
cargo floor provide new loading ease. . 
new load workability. 


Special Note To Pickup Owners: Now, you 
can protect your loads from weather and 
theft with an Econoline Van... yet, pay 
less* than for most conventional %4-ton 
pickups. And you can get the same $102 
savings on operating expenses as shown at 
the right. 


*Based onacomparison of latest il rs’ ted retail prices 
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HERE'S HOW YOU SAVE 


SAVINGS ON OPERATING EXPENSES EVERY YEAR! 


GAS—Econoline trucks can give 30% better gas 

mileage than conventional '-tonners. Figuring 

16,000 miles per year at prevailing gas prices, $70 
you Save...... 





OlL—Crankcase capacity is only 3% quarts instead 

of 5 quarts, and the recommended oil change in- 

terval is 4,000 miles versus 2,000 miles. In 16,000 $13 
miles you save 











TIRES—Econoline tires last longer, cost less to 
replace. Prorated saving for 16,000 miles as high $16 
as $53. Typical saving 





LICENSE-In many states (not all) the license for an 
Econoline costs appreciably less—up to $30.40 per $3 


yoar. Average fr al states ee | NO REAR ENGINE HUMP! 


$102 The Econoline’s “‘up front” engine leaves a level, knee-high 
SAVING ON PRICE—You can save $312 compared floor almost 9 ft. long. There’s no awkward rear-engine-housing 
to even the lowest-priced popular ‘2-ton panel—and $312 hump to shrink the back entrance or hinder loading. And the 
up to $433 against others! Saving at least Econoline Van provides over 204 cu. ft. of loadspace . . . up to 


TOTAL ves SAVINGS... *414 aK ee 
and you keep saving FORD TRUCKS COST LESS 


$ & YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK" FOR PROOF! i 
102 EVERY YEAR! | ==" chic A My. 
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Pick of the pond for plywood: Prime peelers are selected in the 

“- mill pond, herded gently onto conveyor by a pond pilot in a “donut 

: boat’”’ to prevent damage to the log veneer sections. Only the best 

part of these logs is used for plywood. G-P absorbs the rest in its 
lumber, hardboard, pulp, paper and chemical operations. 


WHY WE WEED OUT EVERY OTHER LOG 





Georgia-Pacific’s Selectivity Produces 
The “Vital Plus” In Fir Plywood Quality 


As the giant Fir plywood logs rumble up the ramp from the 
Georgia-Pacific pond, an important story for both dealers and build- 
ers begins. These are the pick of the pond, proof that less than 50% 
of the thousands of logs in rafts below can meet the standards for 
Georgia-Pacific fir plywood. These prime peelers will yield a greater 
abundance of top-grade plywood. This rigid control of the raw mate- 
rial is one reason G-P fir plywood is consistently above industry-wide 
grades, which are simply minimum standards. 


“Vital plus” begins. The “vital plus’—the important difference 
between ordinary plywood and the quality Georgia-Pacific product 
—begins with this complete control of the raw material for plywood. 
It continues through an exacting manufacturing process ... goes 
right on through G-P’s consistently superior service. This “vital plus” 
is vital to men who sell or build with Georgia-Pacific fir plywood. 
it can spell the difference between profitable repeat business and a 
one-shot sale ... between a satisfied customer and a dissatisfied one. 


World’s largest producer of plywood. Size alone piays an important 
role in the “vital plus”. G-P’s ownership of vast stands of prime 
Douglas fir allows G-P to be choosy about the timber they turn 
into plywood. And G-P’s production of many related items permits 
use of only the most suitable portion of each log for plywood. The 
balance is used in lumber or is ground up for hardboard, pulp, 
paper or chemicals. 
This flexibility of choice makes strict quality control easier. Then 
ultra-modern mills equipped with the latest and best machines for 
plywood production insure a uniformity of product unsurpassed siessinih Geasittes eieatiattaalle, tenuniits Gindtiaiite 


in the industry. device projects a light beam to guide positioning 
. P . ° ‘ P of the peeler logs for the lathe. Operator can posi- 
Superior service a “vital plus”. But G-P quality doesn’t quit with tion log perfectly to assure top quality veneers in 


the end product. Superior service takes over, featuring on-hand maximum widths for more one-piece faces. 
stocks and on-time deliveries. A nation-wide network of 69 G-P : et 

distribution centers is fully stocked with a complete selection of pte I sepa gy Sayan prone tna 
plywood—different widths, lengths, thicknesses, grades, glue lines, centers—69 of them across the nation. This com- 
species—sanded and unsanded . . . scarfed and cut-to-size. (Mixed plete selection, close-at-hand, allows G-P to fill 
car shipments are a G-P specialty.) From these nearby warehouses, SO en ee ee 
orders can be dispatched at a day’s notice. This is why dealers who 

want to satisfy customers quickly, with consistently better plywood, 

depend on Georgia-Pacific—the plywood with the “vital plus.” 


GEORGIA-PACIFIC 


plywood e lumber e redwood e hardboard e pulp e paper e chemicals 


Equitable Building, Portland 4, Oregon 
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We make more protit with 
The reason is simple.’ 


says E. J. Elliott, Proprietor 
Elliott Hardware & Appliance Co., Belmond, lowa 


“One thing makes the big difference. My em- 
ployes have no trouble cutting glass now, since 
I switched to L:O-F. There’s less wastage as a 
result, and more profit. L-O-F is the easiest 
cutting glass I’ve ever tried, and believe 
me, I’ve tried others. With L°O-F window 


glass you can trim off a %” strip without it 
splintering. I wouldn’t use any other brand.” 
L-O-F uses its own exclusive flat-drawn process. 
The result is a better annealed window glass that 
is less brittle and freer from hard spots that cause 
the cutter to skip. Why don’t you give it a try? 


SELLING AIDS FOR 1961 FALL SELLING SEASON 


Order from your L:O-F Glass Distributor (listed under “‘Glass’’ in the Yellow Pages). 


WG-54 Window glass rack sign of 
lightweight aluminum. Bright red, 
blue and white, Size 24” x 6”. 


Sorte 


prorits 


WG-24 Acetate decalcomania (red, 
white and blue) for store window or 
door. Size 10” x 54%”. 


MADE IN U S.A. 


WG-2 Press-sure-seal® envelope for 
small items such as glazing points, 
etc., sold across the counter. 5’ x 3”’. 


WG-20B Booklet on selling window 
glass; ways to stock and merchan- 
dise it; glass-rack designs. 16 pages. 


WG-23 Do-it-yourself stuffer tells 
customers how to replace window 
glass. Attractive. Two colors. 


anare® 


WG-3 New acetate sign, 20’ x 24”. 
Kleenstik®, top and bottom, for easy 
application on window or door. 


LIBBEY>- OWENS-FORD WINDOW GLASS 


The glass that cuts easier, snaps clean 


TOLEDO 1, OHIO 
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Some Background 


Tapcelassrcheresamelal 


WHITE CEMENT 


AND 


WHITE AGGREGATES 


Trinity White Portland Cement is 
a true portland cement. It is used 
in exactly the same manner as is 
standard grey portland cement for 
making mortar and concrete. 


Any authoritative literature or 
personal experience on how to make 
good concrete applies equally as 
well to the use of Trinity White as 
to grey portland cement. 


The real value of Trinity White 
is that it produces mortar or con- 
crete of beauty—white or colored. 


White portland cement is made 
from rare deposits of raw portland- 
cement-materials that are free of 
color-minerals and permit the 
cement to be white in color instead 
of grey. It is manufactured by the 
same processes...and under the 
same ASTM and Federal Specifica- 
tions for Type I Portland Cement 
...as grey cement. In addition, 
greater care is necessary during 
manufacture to prevent contamina- 
tion and to maintain whiteness. 


WHITE SAND: One point of differ- 
ence that should be strongly em- 
phasized is that with white cement 
the whitest possible sand obtainable 
should be used. Colored sands tend 
to kill the whiteness of the white 
cement. For coarser aggregates, 
such as broken stone or gravel, 
whiteness is desirable but not essen- 
tial, since coarser aggregates usually 
are well embedded in the mass and 
do not show on the surface whereas 
the sand does show. 


White sands are produced in vari- 
ous parts of the country. Inquiry 
of a local sand and gravel producer 
will usually lead to a satisfactory 
supply. 

Graded crushed limestone is 
widely used for white aggregates. 
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It’s a BIG 





and GROWING 





MARKET! 





Building booms and population 
explosions aside, there would 
have been a strong and growing 
market for Trinity White in any 
event. 

The buying public has recog- 
nized its outstanding value. 

Here is value for the buyer, 
whether he be an architect, con- 
crete products plant, contractor, 
or homeowner. 


For a very little extra cost, 
the buyer with Trinity White 
can get sparkling beauty where 
it is appropriate in his concrete 
or mortar work. The labor cost 
is the same whether white or 
standard grey cement is used. 
Figured on the life of the im- 
provement, the yearly cost of 
improved appearance gained is 
negligible. 


Write today for details on the resale of this profitable item. 
Address—Trinity White, 111 West Monroe Street, Chicago 3. 


& nois « 
Tennessee + 
& Texas + Fort Worth, 
Texas * Houston, Texas 
* Fredonia, Kansas + 
Jackson, Michigan + 
Tampa, Florida + Miami, 
Florida + Los Angeles, 


TRINITY WHITE IS A PRODUCT OF 


Offices: Chicago, Illi- 
Chattanooga, 
Dallas, 


California 
Generai Portland Cement Company 


THE WHITEST WHITE CEMENT 
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BUILT-IN QUALITY 


The qualities you need most in 
painted aluminum rain carrying 
equipment are built into the 
Quaker State line. 

Certified aluminum coil, cone 
trolled from cast to finished roll- 
ing in our new plant, is first 
formed, then washed, de-greased, 
etched and primed to form a 
perfect base. 

After this complete surface 
preparation, each piece is elec- 
trostatically spray painted with 
a uniform coat of the highest 
quality white modified alkyd 
enamel. The white semi-gloss 
finish blends closely with ai/ ma- 
jor brands of white aluminum 
siding. 

The price? With all of these 
advantages, Quaker State Painted 
Aluminum Rain Carrying Equip- 
ment is competitively priced to 
assure you of the best value in 
painted aluminum rain carrying 
equipment today. 








painted 
aluminum 





A COMPLETE LINE OF WHITE 5S” OGEE 


Get immediate delivery on painted aluminum rain carrying 
equipment that blends perfectly with a// aluminum siding. 
Available now in 5” Ogee embossed or mill finish, with a/l/ 
necessary accessories! 

Quaker State also carries industry’s most complete line 
of rain carrying products in copper, galvanized, aluminum, 
terne and Armco ingot iron. In styles “K’’ and half round. 
All popular sizes. 

Contact your building products distributor or write 
direct to Box E-1167. 


QUAKER STATE METALS COMPANY 


A Division of HOWE SOUND COMPANY 
Lancaster, Pennsylvania 


Mill Producers of Aluminum Sheet, Coil, Tubing and Extrusions 
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MERCHANDISER 





FARM SERVICE BUILDINGS are sided with new farm plywood panel. 


New Plywood Farm Building Panel 


TacoMa—Ag-Ply, a new low-cost 
general purpose outdoor plywood 
panel for farm use is now available 
nationally, according to the Douglas 
Fir Plywood Assn. 

Already the second biggest market 
for western plywood, the farm mar- 
ket is expected to require 3 billion 
square feet annually by 1965, accord- 
ing to the DFPA. 

The new panel is bonded with the 
same waterproof adhesives used in 
manufacturing marine fir plywood. 
However, it is primarily a perform- 
ance material and does not have the 
fine appearance of the higher grade 
marine plywood. It is unsanded and 
can have a limited number of open 
defects. 

In terms of type, Ag-Ply fits be- 
tween the roughest exterior panel 
(C-C) and the highest-performance 
type panel (PlyScord with phenolic 
glue). 

Typical uses are barn siding-sheath- 
ing, pallet bins, farrowing pens, poul- 
try nests, feeders, drop boards, ceil- 
ings and inside linings for poultry 
buildings, crates and shelving and 
most outdoor structures, including 
range feeders and shelters. 

The new product is being manu- 
factured in normal thicknesses, but 
in only one grade and one type to 
simplify ordering. 

While Ag-Ply can be recommend- 
ed for most outdoor farm applica- 
tions, the association points out that 
it is not intended for use in critically 


20 


AG-PLY SALES AIDS available to deal- 
ers through jobbers include brochure, 
sign, window banner, ad mats and di- 
rect mail piece. 


engineered applications such as gus- 
set plates, splice plates or sections of 
engineered building components. 

More details can be obtained by 
writing for bulletin number 61-130 
from Douglas Fir Plywood Assn., 
Dept. BMM, Tacoma 2, Wash. 





Lower Lending Fees For 
Buyers of Low-Cost Homes 
WASHINGTON—FHA has cut lend- 
ing charges for buyers of low-cost 
homes. Commissioner Neal J. Hardy 
abolished the authority of private 
lenders to impose a service charge 
of 0.5% on FHA-backed mortgages 
amounting to $9,000 or less. 
This charge, levied atop the regu- 


lar mortgage interest rate and a 0.5% 
insurance premium charged by FHA, 
was designed to encourage lenders to 
make more credit available for low- 
cost homes. Hardy said a new survey 
showed the service charge “does not 
provide any material volume of lender 
activity, but it does increase home- 
buying costs for the low income bor- 
rowers whom FHA wants to help.” 

This new stand reverses that of 
former commissioner Julian Zimmer- 
man. Hardy argued that “elimination 
of this service charge will diminish 
the total cost of buying a home in 
the low-price field and thus provide 
savings that will make it easier for 
these people to buy low-cost homes 
with FHA mortgages.” 

The commissioner also reported a 
growing interest in FHA-insured home 
mortgages as investments by individ- 
uals, pension funds and union funds. 
He noted that as of Mar. 31 a total 
of $27.9 million in mortgages had 
been sold to groups and individuals. 





Record Savings Gain 

CuicaGo—Savings and loan asso- 
ciations reported a record monthly 
gain of $1,355,000,000 in net savings 
in June. That raised the 6-month sav- 
ings gain to a record $4.4 billion, the 
U.S. Savings & Loan League said. 

June’s net savings gain was 11% 
higher than the like month a year ago 
and gains in the first six months were 
19% above the same period last year. 
The league attributed the increases to 
the steady growth of savings and loan 
associations and to caution growing 
out of the recession. 

Record mortgage lending volume 
of $1.8 billion was also set in June, 
up 28% from June, 1960. Total lend- 
ing volume of $7.9 billion for the 
first six months was a 17% improve- 
ment from the like period last 
year. Present mortgage-loan commit- 
ments of more than $2 billion are a 
new high. Assets of the associations, 
now about $77 billion, will reach $80 
billion by 1962, the league expects. 





John Sterling Corp. Expands 

RICHMOND, ILL.—John Sterling 
Corp., manufacturer of sliding door 
hardware, has announced the purchase 
of the Superior Spring Hinge Co., 
manufacturer of screen and storm 
door closers and door holders. 
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These three 
SIMPSON PRODUCTS 
sell faster, at more profit 


LIFECOAT’ SIDING 


REDWOOD PANELING 


SYMPHONIC’ DOORS 


see next three pages for details... 





SIMPSON 
REDWOOD 


. America’s most 


enduring wood 


Simpson Certified Kiln-dried Redwood is 
one of the world’s most highly rated 
woods for termite and decay resistance, 
dimensional stability, insulation value, 
chemical and flame resistance, glue 
holding, paintability and strength-for-weight 
ratio. These factors, plus redwood’s 
natural coloring and beautiful grain, 

make it ideal for nearly every type of 
usage. More important to you, these 
factors make it easier to sell and bring 
you premium profit. Simpson manufactures 
redwood lumber in a complete range 

of finish and construction grades, 
patterns, dimensions, length assortments 
and textures to meet your 

customer’s every requirement. 














LIFECOAT REDWOOD 
PRODUCTS + AMERICA’S 
GREATEST SIDING VALUE 


Simpson Lifecoat is factory 
primed certified Kiln-dried red- 
wood, especially designed for 
siding and related exterior appli- 
cations, finished with the best 
prime coat available (clear water- 
repellent sealer also available on 
order). An exclusive Simpson 
process applies a uniform coat of 
high-quality stain or paint prime 
to face, edges and ends. The back 
of each piece is coated with a 
water repellent to complete the 
protective process. Products are 
then factory-sealed in protective 
poly-coated wrappers to protect 
your inventory investment. 


YOU GET PLUS SALES. Lifecoat’s fac- 
tory-applied prime coat is far su- 
perior to job-site application. You 
easily get a premium price for 
Lifecoat. It saves up to 40% in 
finishing costs because only one 
additional coat of stain or paint 
is needed to meet FHA require- 
ments for a complete paint system. 
You are guaranteed a profit on the 
prime coat because you sell it as 
part of the product. And you're 
in line for the finish coat sales 
as well. Aluminum or galvanized 
nails and other installation prod- 
ucts can also be sold to complete 
the “package” sale. 


YOU SELL PLUS VALUE. Wicking, the 
damaging capillary seepage of 
water between siding laps, is effec- 
tively controlled by the water- 
repellent backcoating. Lifecoat 
also contains an active fungicide 
that repels fungus growth and 
mildew. 


LONGER SELLING SEASON. Lifecoat 
can be sold and applied in inclem- 
ent as well as good weather. The 
finish coat need not be applied un- 
til favorable conditions exist — up 
to a full year if necessary. And the 
protective poly-coated wrapper 
permits site delivery under almost 
any weather conditions. 


WIDE SELECTION WITH MINIMUM 
STOCKS. Your Simpson distributor 
carries Lifecoat (and other Simp- 
son redwood products) in a 
complete range of patterns and 
dimensions, including S4S for trim 
and fascia. Lifecoat finishes are 
shown below 


DRIFTWOOD GREY SEQUOIA RED 


AUTUMN BROWN NEUTRAL PAINT PRIME 


Clear Water Repellent also available on order 


SELL SIMPSON REDWOOD 
FOR OUTSIDE OR INSIDE 
APPLICATION 


The wide variety of Simpson Red- 
wood grades and patterns offers a 
choice to suit every interior panel- 
ing or trim need. Whether your 
preference is for Lifecoat, the 
creamy-white striping of sapwood 
in “Aye” Grade, the beautiful 
Clear All Heart VG, Redwood 
plywood panels or any of the vari- 
ations between, Simpson provides 
it in a complete selection of pat- 
terns and dimensions...in smooth 
or rustic saw-textured surface. 


Full-color pages in Better Homes 
and Gardens and major builder 
magazines are constantly pre- 
selling prospects for you. Simpson 
is your best source for all redwood 
products — whether it’s Lifecoat, 
interior paneling, construction 
grades or redwood plywood, you'll 
find Simpson redwood sells easier 
at greater profit. 


SYMPHONIC’ DOORS BRING 
YOU CUSTOM DOOR SERVICE 


Symphonic Doors offer the “‘cus- 
tom-look” of superb styling, yet 
cost little more than ordinary 
mass-produced doors. Why worry 
about custom-milled door quota- 
tions when you can make more 
money simply by switching pros- 
pects to the Symphonic line? 
Panels may be varied, colors con- 
trolled, accents added to achieve 
distinction in the final appearance 
of these exclusive doors... yet you 
need carry only these two basic 
designs—Sonata® and Concerto® 
—to satisfy customer needs. 





Simpson is a leading door pro- 
ducer. Dealers like yourself have 
sold over 50,000,000 Simpson 
doors. Flush and panel doors of 
every type, louvered doors, Bi- 
Fold closet doors and the revolu- 
tionary SEVEN - ELEVEN® 
ceiling height door that saves up 
to $10 an opening...all are avail- 
able in all interior and exterior 
sizes, fully guaranteed by Simp- 
son. Call your distributor, or fill 
in coupon on next page for full 
information. 


EASY-WALL PARTITIONS CAN 
BE BIG BUSINESS FOR YOU 


Don't overlook the profit poten- 
tial of exclusive Easy-Wall Parti- 
tion Units. These handsome, pre- 
finished units need no framing, no 
studs, no taping, no painting. Your 
customers will find them ideal for 
use as non-bearing partitions, free 
standing walls or dividers. Units 
are prefinished on both sides, in- 
stall quickly, easily. In today’s re- 
modeling and new construction, 
Easy - Wall partition Units (and 
matching Panels) fill your need 
for practical products of beauty 
coupled with genuine economy... 
plus a good profit for you and a 
steady volume of sales. Easy- 





Wall’s select wood grain is gravure 
printed on the reverse side of a 
tough, durable vinyl surface per- 
manently bonded to hardboard. 
Dirt, grease —even stains —are 
easily removed using water and a 
detergent or soap. These prefin- 
ished faces are laminated to a solid 
1%” core of insulating board. 
Sizes are 2’ x 8’ or 10’ x 1%” 
thick. Easy-Wall is available in 
Cherry Mocha, a rich natural 
brown or Cherry Mist, a similar 
grain in warm gray. Also available 
in opaque primed hardboard faces 
which may be painted as desired. 
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FEATURE SIMPSON 
ACOUSTICAL CEILINGS 
FOR A COMPLETE AND 
PROFITABLE ROOM PACKAGE 


Simpson offers the best range of 
dealer-profitable ceiling products. 
The leading of these is Forestone®, 
the original deep-etched woodfiber 
acoustical tile that absorbs up to 
75% of all sounds striking it. 
Newest addition to the line is 
Simpson Petite, an economical 
woodfiber tile with dainty random 
acoustical perforations. The deli- 
cate perforated pattern adds to the 
smart appearance of the finished 
ceiling and allows endless decora- 


CHERRY MOCHA 


SIMPSON TIMBER COMPANY 


tive possibilities. A Petite ceiling 
is washable, may be painted with- 
out loss of sound control and is 
equally effective for moderniza- 
tion or new construction. Petite, 
like Forestone, may be blind 
stapled to furring strips or applied 
with mastic over even surfaces. 
Tiles are 12” x 12” x %o”. 


SIMPSON PRODUCTS are in 
greater demand because of their 
advanced design, strict quality 
control and reputation for quality. 
Your Simpson distributor can tell 
you about our redwood lumber, 
plywoods, acoustical products, 
doors, insulating board and hard- 
board products ...or send coupon 
on next page for full information. 


NEW PETITE TILE. A new Walter 
Dorwin Teague Associates design 
of tiny perforations in Simpson 
woodfiber acoustical tile—efficient, 
economical and unusually attrac- 
tive. Available in all standard 
Simpson sizes and thicknesses. 


SIMPSON MERCHANDISING AIDS 


In addition to pre-selling your 
customers through full color ads 
in consumer magazines and mul- 
tiple page full color inserts in ar- 
chitect and builder publications, 
Simpson offers you a wide range 
of hard-selling merchandising 
aids. Leaflets, envelope stuffers, 
application instructions, product 
specification, special booklets for 
builders and architects, free how- 
to-do-it instructions for home- 
owners—all kinds of attractive 
promotional literature plus hand- 
some displays designed to dress up 
your show room and help you sell 
more Simpson products. If you are 
not now carrying Simpson build- 
ing materials, check coupon below 
for name of nearest distributor. 
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Parisian Studies Lumber 
Supermarts in This Country 


FOREIGN VISITOR Richard Lu- 
komski (right) of Paris with his host, 
Sam M. Charin, vice president of 
Channel Lumber Co. at the chain’s big 
Springfield, N. J. store. 

The purpose of Lukomski’s visit 
was to study leading building materials 
stores for do-it-yourself customers. He 
represents European business interests, 
which are considering a chain of such 
stores in the Common Market coun- 
tries. A pilot store will be opened in a 
Paris suburb next spring. 

Charin gave his foreign guest de- 
tails about the Channel operation and 
helped arrange an itinerary, which 
took Lukomski to Washington, D. C., 
where Richard C. Lykken, advertising 
director for The Hechinger Co., ex- 
plained their merchandising program. 
Lukomski later visited Central Hard- 
ware, St. Louis, the huge supermart 
described in the April 24th issue of 
this magazine. 

Lukomski took several issues of 
Building Materials Merchandiser back 
to Paris as a further guide to establish- 
ing supermart stores for do-it-yourself 
customers. 





Litton Buys Simon Adhesive 

Los ANGELES—Litton Industries, 
Inc. announced the acquisition of 
Simon Adhesive Products Corp., Long 
Island City, N. Y., maker of pressure- 
sensitive adhesive products for an un- 
disclosed amount of Litton common 
stock. Simon Adhesive occupies a 
20,000 sq. ft. research and production 
plant in Long Island City and has 
sales of almost $2 million. 





Deaths 

Robert A. Macklanburg, Sr., vice 
chairman of the board of directors 
of Macklanburg-Duncan Co., Okla- 
homa City, died July 5 following a 
long illness. 
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unlocking a world of new ideaSaes 
A lock opens or 
closes something ...a door, 
a drawer, a closet or an instrument 
cabinet rocketing to the moon. The ‘‘key’’ 
to a good lock is its original basic design and 
the integrity of its materials and craftsmanship. 
Precision Lock, born of the modern space age and 
modern needs, is dedicated to the principle that only 
good iocks have everlasting qualities in brand perform- 
ance and reputation. That is the credo of Precision from 
the very first opening of its new, fully equipped plant... 
and in unlocking a world of new ideas with its highly 
advanced program of lock research and development. 
We invite you to inspect Precision’s fine, quality fam- 
ily of locks for every purpose — backed by the skill 
and 35 years’ experience of its maker. Look to 
Precision for the newest in locks—your cus: 
tomers will. 


Write or Call Today for 
Complete Catalog. 





GEORGE FRIEDMAN, 
President 
The company’s guiding 
“sear,” actively engaged 
f in lock design and man- 
agement. Top drawer ex- 
perience for over 35 years 
in the lock industry. 


Davip L. YorK, 

Vice President 

Precision’s V. P. in charge 
of marketing and sales. A 
wealth of hardware sales 
management experience for 
many years on wholesale 
and retail levels plus ad- 
ministration in builders’ 
hardware 


Tubular Sets Select-0-Matic 
Combination Padlocks  Mortise Cylinder Locksets 

Roto Key Locks Electric Door Openers Showcase 
Locks Sliding Door Locks Cylinder “Chain 
Door Locks Specialty Locks Accessories & Parts 


Residential Locksets 


PRECISION LOCK MANUFACTURING CO., INC. , 


933 STANLEY AVENUE, BROOKLYN 8, N. Y. 


BRowning 2-7700 | 
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Hardboard Growth Cited; Average Dealer 
Sells $9,000 in Hardboards Annually 


LOUISVILLE—Development of new 
hardboard products for the construc- 
tion industry means sales of $25 mil- 
lion annually for the nation’s building 
materials dealers, the Forest Products 
Research Society was told at its an- 
nual meeting here. 

Walter C. Walling, president of the 
American Hardboard Assn. (AHA), de- 
scribed the impact of hardboard de- 
velopments on retail sales as part of 
a discussion of the rapid growth of the 
industry. 

He said that dealers’ sales of hard- 


board products average $8,000 to 
$10,000 annually, and that some deal- 
ers realize sales of as much as $50,- 
000. 

The American economy currently 
is using some two and one-quarter bil- 
lion square feet of hardboard annual- 
ly, of which about one-haif billion is 
purchased through retail lumber deal- 
ers, Walling said. 

Historically, hardboard consumption 
has doubled every eight to ten years. 
From 1951 to 1959 there was a 113% 
gain, he said. 





New ideas to make new profits! 
BENNETT 2-WAY PANEL SAW’ 


* Give custom-cut panel service, keep buyers 
from “shopping around.” 
* Balance inventory by precutting panels into 


“quick-sale”’ sizes. 


pet N-Male] ole) d-leelal-Musl-TaMeol th ei lale Mal-lale | (-s-] 
panels in half the time. 

















Model 483-12 shown cross-cutting Formica 


Here’s the low-cost saw you need to save time 
and money cutting “new size” panels. Cuts are 
amazingly accurate, edges true and smooth. 
Mobile, it’s used in the mill or yard. So safe, 
unskilled help can run it. No need to lift or 
turn big panels. Uses 75% less floor space than 
table saws. Many more work-saving benefits! 
Choose from several models, priced from $287. 
Now made and sold by DeWalt, Inc. 


reo een 
DEWALT, Inc., Dept. BM-861A, Lancaster, Pa. 


[] Send me full details on Bennett Panel Saw 
C) Send me free, 16-page DeWalt catalog 











Saw swivels instantly 
into rip operation 


A Black & Decker Suesiviakt 





Address. 








*U.S. Patent No. 2,833,320 City. 


| 

| 
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In analyzing the annual increase of 
approximately 10%, Walling attrib- 
uted 15% ot the gain to population 
growth, 40% to greater acceptance of 
hardboard for established uses and 
45% to the development of new uses 
or exceptional expansion of acceptance 
of older ones. 

He noted that about 50% of the 
hardboard surface footage consumed 
in this country is 4s” standard board. 
It is offered in a variety of qualities. 
About half of the 4%” standard board 
is a price-competitive, general purpose 
utility product well known as a wood 
structural material that saws, nails and 
staples like wood. Up to a certain size, 
it is used to cover Openings or to act 
as a partition. 

Paneling. The development of inte- 
rior specialty wall paneling has been 
the most impressive, Walling said. 
Wood-grained printed paneling is the 
outstanding example. 

Another successful series of wall 
paneling products has a clear, pigment- 
ed sealer applied over light colored 
boards that have been random V- 
grooved, U-grooved or _ channel- 
grooved. This style of product is of- 
fered perforated for acoustical ceilings 
in areas such as kitchens, where it 
would be difficult to clean regular 
acoustical tile. It is also a_ practical 
product for application in high-abuse 
areas where damage resistance is de- 
sired. 

Walling pointed out that the hard- 
board industry makes a vital contribu- 
tion to the conservation of natural 
forestry resources through its utiliza- 
tion of wood residue. The industry 
uses more than one million tons of 
wood annually that could not be used 
in the form of lumber or plywood, he 
said. 





Closed-Circuit TV for 
NRLDA Exposition 

CuHIcAGoO—Program highlights and 
personal messages for dealers attending 
the 8th annual building materials ex- 
position sponsored by the National 
Retail Lumber Dealers Assn. will be 
carried on closed-circuit television. 

The exposition will be held at Mc- 
Cormick Place, Chicago’s $35 million 
exposition center, Nov. 4-7. 

TV will be used to page exhibitors 
and visiting dealers. Telephones at each 
receiver will give paged party direct 
contact to message center. Exposition 
highlights, before and after the day’s 
events, will be piped direct to the 
downtown hotels. 

“This is a major step forward in 
solving the difficult problem of de- 
pendable communication among the 
thousands of people involved in our 
annual show,” said Robert J. Mc- 
Cutchan, general chairman of the ex- 
position committee. 

Buses will run frequently between 
the Chicago hotels and McCormick 
Place. Illinois Central commuter trains 
will stop at 23rd street. The lake front 
exposition center has complete dining 
and parking facilities. 
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GREATER HOLDING POWER 








WELDED WIRE CON- 
CRETE REINFORCING 
AND GALVANIZED 
FABRIC; REINFORC- 
ING BARS 


BRYTITE® 
ORNAMENTAL LAWN 
FENCE with the Long- 
fia. Lasting Lustrous 
bright finish 








Win greater Sales with 
CONTINENTAL? NAILS —part of 


Continental's 83 Steel Products—al/ from 


one convenient source-Al/ profit-proved 


The familiar yellow Continental nail carton is showing up in 
more and more places—residential and commercial building sites, 
industrial projects, at right-of-way road and railway maintenance 
jobs, in skyscrapers and home work shops. One man tells 
another—is the reason. Continental Nails—10,000 sizes and kinds 
—come cleaner, sharper, and have greater holding power, the 
result of one of the industry's most advanced production tech- 
niques. Order your stock now—in 50 and 25 Ib. cartons and 
10-5-1 Ib. boxes. Ask for the colorful new RING AND SCREW 
SHANK NAIL DISPLAY CARD—FREE. It's a real sales builder! 


SEE YOUR JOBBER OR WRITE TODAY 


CONTINENTAL STEEL 


CORPORATION +» KOKOMO, INDIANA 


PRODUCERS OF: Standard Styles of Galvanized Steel Roofing 

and Siding, Nails, Staples, Lawn Fence, Welded Wire (Rein- for city, farm, 
forcement—Galvanized) 15 types of Farm Fence, Posts, Gates, or nro 
Barbed Wire, and other Wire Products. 
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65-Year-Old Lumber Firm 
Shows Howto Expand 


NEW SERVICES, NEW PRODUCTS, NEW MARKETS AND NEW MARKET AREAS 
ADD UP TO SALES GROWTH FOR NORTHWEST YARD 


SIEVERS BROTHERS (John, Harold and Roy) at two-way cashier counter in year-old handyman store which was 
converted from lumber warehouse. They face the hardware portion of the store. General manager Dick Was- 
son peers through cashier window from the adjoining lumber and building materials pickup area. (See layout and 
pictures of Seiffert's converted warehouse on following pages.) 


EVERETT, WASH. 
ESIDENTIAL CONSTRUCTION 
was down 34% the first quarter 
of this year in this area of Washington, 
typical of the depression in light con- 
struction around the country. But the 
H. O. Seiffert Co. reported sales on 
a par with 1960—and looking up. 
Such performance isn’t a flash in 
the pan or an accident. It is the re- 
sult of planned growth—expansion in 
services and markets—which started 
when the Sievers brothers tapped 
young Richard Wasson as_ general 
manager in 1955. 
Wasson came to the 65-year-old 
business after having broad experi- 
ence as a salesman for leading manu- 
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facturers. He had seen “DSC” (Deal- 
er Sales Control) work elsewhere and 
knew that the Sievers had already 
built a solid foundation upon which 
to try new ideas. For many years, the 
firm catered solely to builder and in- 
dustrial business, including commer- 


cial contractors. 

The Sievers trace their enterprise 
back to 1897, originally in Iowa. For 
years the firm has been active in 
ready-mix concrete as well as lumber, 
fuel and building materials. With 
Wasson’s arrival, the company broad- 
ened its market area, added hardware 
and specialty products, courted the 
handyman trade, entered the land 
development business with contrac- 
tors and most recently began Lu-Re- 
Co. (Lumber Dealers Research Coun- 
cil) wall panel and roof truss pre- 
fabrication. Along with all of these 
diversified activities, the company is 

(text continued on page 32) 
(see pictures on page 30) 
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SUCCESSFUL SERVICES are now ail 
sold in new markets, explains general 
manager. Dick Wasson of the H. ©. 
Seiffert Co., which serves, builders i ina 
46-mile radius of Everet}; ‘Wash. 
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65-Year-Old Firm Expands 


(begins on page 28) 
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BULK STORAGE ROOFING 
SWEET MATERIALS, ETC. 











HARDWARE, TOOLS AND PAINT displays are viewed when you enter front door of old Seiffert warehouse. 
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OLD WAREHOUSE is now 
a hardware and building 
materials ‘Home & 
Handyman Center’’ for 
Everett, Wash. firm. Cost 
of conversion was $15,- 
800, including store 
planning fees. Result: 
consumer business added 
to builder sales. 
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HANDYMAN CENTER for lumber and all building materials. Token stocks of all items in yard fill these bins. Note use of platforms, 
sheet bins, ‘‘A’’ frame racks for vertical lumber self-service displays and effective department signs. Layout and fixtures were en- 
gineered by professional merchandiser who specializes in lumber dealer stores in midwest and west. 


Old Warehouse Revamped 
Into Modern Store with 
Four Functions 


e Hardware and specialty center. 
e Lumber, materials pickup area. 
e Package display center. 
e Yard dispatcher’s office. 


(Dual purpose sales counter, built between hardware 
store and lumber pickup area, pictured on preceding 
page.) HOME IMPROVEMENT PRODUCTS are grouped in separate 
room between lumber pickup center and dispatcher's office, 
STORE PLANNER: Harper Mitchell which is at far right corner of old warehouse. See sketch on 
Portland, Ore. facing page. 


FURN PAGE 
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STORE MANAGER, Mrs. Evelyn Cheney, applies 
price sticker from Monarch machine to paint 
can. Sticker colors are changed every three 
months so that all personnel can note slow- 
movers at a glance. Mrs. Cheney has 12 years 
experience in lumber and hardware retailing; 
she is in full charge of the Seiffert hardware 


store, including purchasing. 


HANDYMAN PACKAGES at Seiffert's 


PROMOTION OF KILN-DRIED LUMBER in the Seiffert handy- 
man center. This dealer worked with Weyerhaeuser Co. to test 
potential of dry lumber in the northwest, where green is com- 
monly sold from regional mills. Within four years after switch- 
ing to kiln-dried stocks, the Everett dealer increased its total 
lumber volume from 1 million board feet to 6 million board 


feet. 


include K. D. 


cedar picnic table. Packages are sold for $12.95, 
$15.95 and $19.95. You can double your markup on 
yard-cut and packaged consumer specialties such as 


these table kits, dealer says. 





65-Year-Old Firm Expands 


(begins on page 28) 





a leading newspaper advertiser. 

Shed conversion. Being practical 
as well as visionary, the Sievers and 
Dick Wasson took their first step in 
consumer selling by converting an 
old shed into a handyman and home 
improvement mart, as pictured on the 
following pages. 

“We wanted to build a new high- 
way supermarket,” Wasson said, “but 
store-planner Harper Mitchell showed 
us how to convert an existing shed 
with a minimum of expense. This 
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has been a very sound move.” The 
conversion cost $15,800, including 
Mitchell’s consultation and design fees. 

At the end of the first year, the 
retail store and shed was humming 
along with consumer sales at an an- 
nual rate of $50,000. One _ typical 
Saturday morning the store had $700 
in cash sales, $320 in charge sales 
and three good leads for big-ticket 
remodeling jobs. 

Commenting on the warehouse 
modernization, planner Mitchell said: 

“If a lumberyard is located on a 
main artery, it is wise to experiment 
with retail store selling by first con- 
verting an existing structure. The 
handyman trade is a new business for 


many dealers who are used to builder 
sales. 

“At Seiffert’s, the management and 
the employes have learned the tricks 
of consumer selling at minimum ex- 
pense. Later, the company can ex- 
pand with a separate suburban high- 
way supermarket.” 

Best seller. Although the new re- 
tail store handles tools and all types 
of hardware, paints get the biggest 
play, according to Evelyn Cheney, 
store manager. She puts great faith in 
nationally-known brands. 

“Women are influenced by brand 
names they know,” she _ explained. 

Mrs. Cheney came to Seiffert’s 
from another building materials deal- 
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er. “As head of hardware and paint 
buying and store supervision, she is 
responsible for a great deal of our suc- 
cess in the consumer store business,” 
said president Roy Sievers. 

The warehouse was converted by 
planner Mitchell so that the central 
cashier counter serves both the hard- 
ware section and the pickup lumber 
and building materials shed. 

Kiln-dried lumber is merchandised 
for handyman sales—unusual for the 
northwest, where green lumber gener- 
ally prevails. 

The lumber pickup shed contains 
token stocks of every building mate- 
rials item handled by the firm. Seif- 
fert’s use a private label for some of 
its paneling and lumber products. 

Packages. Because its business has 
always been centered around builders 
and commercial construction, Seif- 
fert’s has always had an outside sales 
crew. But the brothers gave Wasson 
the opportunity to recruit new men, 
with accent on youth. The salesmen 
must be able to sell to both home- 
owners and to builders—not an easy 
feat. 

One salesman specializes in home 
improvement business. The Home 


Center includes a display room for 
windows, wall paneling, sliding glass 
doors and other items for packaged 
remodeling. Everett homeowners are 
becoming aware that they can get 
One-stop service at the Center. Labor 
is handed over to contractor custom- 
ers. 

There are five building materials 
and lumber outside salesmen, one 
masonry specialist, one concrete spe- 
cialist and one prefab component ex- 
pert. 

Although each has his specialty, the 
salesmen work as a team, giving leads 
to each other. One reason for the give- 
and-take is a joint staff meeting held 
each day at 7:30 a.m. 

“We settle our problems, trade 
ideas and coordinate our selling at the 
start of each day,” Wasson said. The 
idea of the daily wake-up session 
came from the salesmen themselves. 

“That shows you the high calibre of 
our salesmen,” commented Harold 
Sievers, secretary-treasurer. 

To learn the consumer trade and 
to fill in during lunch hours, each 
outside salesman must work as a 
clerk in the store for brief periods. 
“Here we get a well-rounded educa- 


tion of our entire building materials 
business,” explained one of the sales- 
men as he wrote up a paint sale for 
a housewife. “We get first-hand knowl- 
edge of homeowner wants and de- 
sires, which helps us sell to contrac- 
tors.” 

Components. Although the Home 
Center has been a good business 
move during the past year, Seiffert’s 
is not standing still in expansion of 
builder business. Lu-Re-Co wall pan- 
els and roof trusses have been coming 
off the new Seiffert jigs and roller 
press since April. Already, compo- 
nent sales are over $8,000 a month. 

“We are very optimistic about con- 
trol of complete house packages by 
offering prefab components,” said 
vice president John Sievers. 

The component manager works 
closely with the company draftsman. 
In addition, each of the salesmen who 
call on the firm’s contractors talk up 
the component idea. 

Another Seiffert expansion is a va- 
cation cottage program, collaborating 
with a builder who has a second-home 
development underway. Prefab com- 


(continued on page 38) 


DAILY Sales Meetings Solve 
Problems Before They Get Big 


Early-bird sales meetings each day are a major factor in the continuous growth 
of H. O. Seiffert Co. The staff above has just arrived for its 7:30 a.m. session 
for solving problems and trading ideas. 

The morning affairs were suggested a year ago by the salesmen. There are 
also weekly product training clinics. “It’s difficult to outsell a sales staff which 
convenes each morning and then comes back for product training once a week,” 
said Richard Wasson, vice president and general manager. 

A former salesman for building materials manufacturers, Wasson says that 
consistent training can solve any retailer's sales and profits problems. 
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MACKLANBURG DUNCAN CO 
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Customers are sold on the personal- 
ized feature of M-D mail boxes. 


and the order blank with envelope 
inside the box. Explain how the 
customer gets his name engraved 
FREE on name plate merely by 
sending order blank and plate to us 





Series 700 King Size 
wma | MAIL BOXES 





Big enough to hold largest magazines! 
Here’s the answer to your customers’ need for an attrac- 
tive mail box that is roomy enough to hold largest 
magazines. Box is 16%” wide x 8%” high x 6%” deep. 
Personalized with your customer’s name FREE! 


No. BG-701 Black \ ___ Ne. AA-704 Aluminum 


Just show the blank name plate —T ve We 
attached to the face of each box... or GB-700 Gold 7 No. GG-703 Gold 
id on Black Box " = J Lid on Gold Box 
= ae ’ 
52035 


in the envelope provided. 


We’ll engrave the plate and mail it 
back to your customer. No work 
involved for you, but we explain 
the plate is engraved through special 
arrangements with you. 


Lid on Gold Box fF em __ Lid on Aluminum Box 


No. BB-702 Black No. BA-705 Black 
Lid on Black Box "5 j Lid on Aluminum Box 


BUILDERS M.-D products are sold DEALERS ORDER TODAY— 


by leading Hardware, Lumber and : l your order will receive prompt 


Building Supply Dealers. 


shipment. 





ve Features that sell them! 
IN ANODIZED ALUMINUM 


Choice of 6 gorgeous color combinations! Never rust, tarnish or need polishing! 
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| -erwonaliged 
SERIES 500 MAIL BOXES 


SERIES 500 is roomy... designed to 
be practical yet enhances the appear- 
ance of any home. Your customer can 
choose from 6 gorgeous color combina- 





L -eronaliged 
SERIES 400 MAIL BOXES 


SERIES 400 features graceful, vertical 
design. A handsome box your customers 
will be proud to own. Available in 6 
striking color combinations shown 


Anodized 
Aluminum 


RURAL MAIL BOXES 


Made of extra heavy gauge aluminum 
in choice of 4 lifetime finishes. Never 
rust, tarnish or need painting. Meet 
govt. specifications for No. 1 size. 


tidns indicated below. below. 
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ald 

{ | oa 

( VU 


No. GB-400 No. BB-402 No. AA-404 
Gold Lid on Black Lid on Aluminum Lid on 
Black Box Black Box Aluminum Box 


Vp . J J JJ JJ 


Gold Lid on 
Gold Box 


ALBRAS— ALBLACK— ALBRIGHT— 
Permanent Anodized Permanent Anodized Permanent Anodized 
Brass Color Black Color Chrome Bright 


No. GB-500 
Gold Lid on 
Black Box 


No. BB-502 
Black Lid on 
Black Box 


Aluminum Lid on 
Aluminum Box 


M-D Mail Box Holders 

For all standard rural mail 
boxes. Sturdy, rust-proof 
Easily installed. 


No. BG-501 
Black Lid on 
Gold Box 


No. BA-505 
Black Lid on 
Aluminum Box 


No. BG-401 
Black Lid on 
Gold Box 


No. GG-403 
Gold Lid on 
Gold Box 


No. BA-405 
Black Lid on 
Aluminum Box 


ALACROME— 
Permanent Natural 
Aluminum Finish 





NEWEST M-D SALES MAKER! 
Anodized Aluminum 


ma) MAIL DROP 


Extruded aluminum mail drop in beautiful, permanent ano- 
dized finishes: Satin, Albright, Albras and Alblack. Overall 
dimensions of outside and inside plates 13%” x 3%”. Slot is 
11%” x 1%”, large enough for biggest magazines. Handsome 
fluted panel swings outward. For any door or wall. Packaged 
mail drop includes outside and inside plates with screws for 
installation, packed 6 per carton all same finish. 





Manufacturers of Quality Building Products 


MACKLANBURG-DUNCAN CO. 


P. O. BOX 1197 © OKLAHOMA CITY 1, OKLAHOMA 


Circle No. 16 on Handy Cover Card 





Circle No. 17 on Handy Cover Card 





DROP SIDING 












































siding 


IN QUANTITY AND VARIETY 


ee Pine Association mills can supply them. 


eee ee 


DOLLY VARDEN 





Whatever your needs in siding patterns or species, Western 





BUNGALOW s These are just a few of the many patterns available in 
ae eee WPA seasoned siding—the siding which will provide 
your builders with the finest finishing material for today's 
quality homes! WPA siding is thoroughly seasoned at the 


coiloreais ! = mill and rigidly graded to the exacting specifications of the 


— > = ae Association. It's light and easy to handle; stays straight 
and true through shipment and yard storage; stays solidly 


BOARD AND BATTEN 











a nailed and takes paint or stain readily; adds a lifetime of 
wed I pe J beauty and quality to the home. Stock-up on WPA sea- 


L Ye 
soned siding—available in 10 different durable woods. 
BOARD ON BOARD 


ei 4 
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WESTERN PINE ASSOCIATION Wp 


Quality Graded Lumber, Dept. L-461, Yeon Building, Portland 4, Oregon 


IDAHO WHITE PINE *« PONDEROSA PINE + SUGAR PINE + RED CEDAR 
LODGEPOLE PINE « DOUGLAS FIR «+ LARCH « ENGELMANN SPRUCE 
INCENSE CEDAR 


FRAMING « SHEATHING and SHEET-BOARD +« DECKING + SIDING + PANELING « FINISH + MILLWORK « MOULDINGS 





























65-Year-Old Firm Expands 
(begins on page 28) 


CYCLOPEDIA ponents will be used in these pack- 
ages. 


Pricing. As a student of Art Hood’s 
compensatory pricin rinciple, man- 
i P yP &P = \ooeemtnces wsbann 











ager Wasson set up three price cate- | SAVE MONEY ON 

gories for building materials, based OUR POWER TOOLS! 

on volume and function. The pickup < 

trade pays piece prices; the small con- SKUSAW j == 

tractor gets a middle price and the 6% SAW 2 WVAMATOAME 

volume builder qualifies for a third SS ot 
price level. : 

Hardware and paint is purchased 
from jobbers and sold on a single- 
price basis. 

Size. Keeping up with the trends 
has resulted in continuing growth for BEST BUYS! 
the family enterprise. Today there _ Do If Yourself end Save! 
are 75 employes and a fleet of 30 | PICNIC 
map: trucks (including ready-mix). Lao 
2 Products are grouped into 35 cate- 
gories and these divided into five 
cost-accounting divisions—lumber and 
building materials; concrete and ma- 
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=, TABLE 


"ZSEIM 19.95 


READY-MIX 
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tracting and prefab components. 
Area. Since DSC (Dealer Sales 
a a Control) has worked so well in the 
2 - ~ ccaerenaerataaleamearnaat immediate Everett area, Seiffert’s 
nea now is exploring new market areas, SEIFFERT'S 
fs Sisery of Lage! Terme as indicated by manager Wasson in ‘HOME AND HANDYMAN CENTER 
— - the picture on page 29. " 
sme Sed unttnns we un Sees The Sievers and Wasson figure that muerte weewenmatSae So sree crn on] 
lelectra _— | builders everywhere will appreciate Sager 
the package service that efficient FIX-UP AD is typical 4-column newspa- 
management and aggressive, hard- per insertion by Seiffert’s. Ads usually 
working salesmen can supply. You include a variety of products with 
Compiled by American Lumber- can’t keep good men from seeking prices. Fencing and K.D. picnic tables 

more business. are always good traffic-builders. 


man 75¢. Useful to newcomers 














, ies 
sonry products; fuel; roofing con- = —a 
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in the industry and experienced 
personnel alike. A handy refer- 
ence to: over 1,000 building 
terms, charts and tables; funda- 
mentals of light construction; 
legal terms connected with the 
building field. 


Single copies 75¢ 
Remittance must accompany order 


QUANTITY PRICES ON REQUEST 


BUILDING MATERIALS Merchandiser 
59 East Monroe Street 
Chicago 3, Illinois 


Send me- _ copies of ‘Cyclopedia of 
Building Terms."" Money to cover is enclosed. 


Name 
Company 


Street 
LU-RE-CO COMPONENT MANAGER Glen Knight at truss roller press which anchors 
City ed - metal plate connectors. Wall panels are also produced. New prefab plant is now on 
drawing board. Knight says that components give Seiffert salesmen a powerful tool 
State______— for selling entire house packages to builders. Panelized cabins will become a big 
seller for the firm, general manager Dick Wasson predicts. 
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Bethlehem nails drive straight and true 


Just take a “whack” at a Bethlehem nail. Hit it straight on, or even a little off-center. 
It drives true and easy—from first blow to last. It’s a nail carpenters know and respect. 

Order Bethlehem nails in a complete range of styles, sizes, and finishes: bright, 
blued, cement-coated, and galvanized. They're shipped in sturdy, easy-to-handle, 
50-Ib cartons, and convenient packages of 1, 5, and 25 pounds. 

Your regular distributor can give you speedy delivery: Bethlehem nails, staples, 
farm fence, steel fence posts, barbed wire, baling wire, merchant wire, and bolts and 
nuts. Or call the nearest Bethlehem sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Sales: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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..and that’s why it is used for 
PRUDEN BUILDING FRAMES 


FOR PACKAGED 
SELLING... _—# 


Lumber dealers throughout the 
nation, are finding that Pruden 
framed buildings are increasing 
their volume in the commercial and 
industrial field market. Extra profits 
come not only from the sale of 
Pruden Framing...but from larger 
volume in covering materials already 
in stock. Write Pruden Products Co., 
Evansville, Wis....a representative 
will visit your offices and give you 
the Pruden Profit Picture! 

INDUSTRIAL INSTITUTIONAL 


FOR LUMBER YARD USE... 


Lumber Yards throughout the nation report that the Pruden 
“Clear Span”’ feature gives them top quality yard buildings at less 
cost! Clear Span interiors permit alternate uses for each building 
... permit stockpiling with wide aisles, with no obstructions, made to 
order for mechanical ‘‘fork lift’’ handling...a savings in time and 
labor of utmost importance to profitable volume operation during 
busy seasons. Plan your new yard with Pruden...for shops, ware- 
houses, lumber storage, offices, and retail stores! 
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(See Page 5) 


Small-Town Dealer 


Discovers Gold in DSC 


Dealer Sales Control, says Dwight Hall, are the three most important 
words in the dictionary. Missouri dealer parlayed a $15 loan into 
$100,000 annual business in 15 years in a village of 2,500 by control- 
ling land, new homes and home improvement packages. 


SAVANNAH, Mo. 
EALER C. Dwight Hall put Deal- 
er Sales Control into action by 
running a $15 loan 15 years ago to net 
assets of more than $100,000 today. 
The head of Hall Lumber Co. is con- 
vinced that the “DSC” theme promot- 
ed by this magazine is the secret to 
success in merchandising building ma- 
terials. 
History. Dwight Hall went back to 


. rs 
inte bole 


HILLSIDE HOMES in Hall Lumber's initial land development are 


work for a lumber dealer in 1946 
when he was discharged from the 
Navy. Because he was saving every 
penny he could, he had to borrow $15 
from his father (also a lumberyard em- 
ploye) to tide him over until payday. 
He and two others pooled their lim- 
ited resources and bought a lumber- 
yard in Skidmore, Mo. However, the 
other men decided that trying to op- 
erate in that tiny-hamlet of 400 wasn’t 


these three houses which 


worth the effort and Hall purchased 
their shares. In 1953, Hall moved the 
yard to the larger (2,500 population) 

Savannah. He specialized in service. 
“At that time I had only about $18,- 
000,” Hall explained, “so I couldn’t 
compete with the building materials 
dealers in St. Joseph, 11 miles away, 
particularly the cash-and-carry outfits. 
So, I tried to develop business no one 
(continued on page 44) 


sold for 


$6,500 to $7,500. There were 12 houses in this subdivision, begun in 1959. 
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STORM DOORS 
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1961 Is the Year to Remodel 
Your Old Home! 


You can enjoy your needed home improvements ; ‘ 
MAN AND COMPANY responsible for present 


and pay for it with HALL’S low monthly pay- 
Only $5.00 a . ° . 
; housing growth in Savannah, Mo. is dealer 


C. Dwight Hall, head of Hall Lumber Co. 


- 


now i 
ments. Payments are easy. The cost? 
year for each $100 you borrow. 


Make These Low FHA Payments 
2 Monthly 24 Monthiy 36 Monthly 60 Monthly 
Payments | Payments 
$ 


AMOUNT 
you 
GET Payments | Payments 
$ 100 $ 877 | $ 3 

250 21.92 11.74 7.98 

500 43.85 22.94 15.96 

750 65.78 34.41 23.95 

1,000 87.71 45.88 31.98 
2,500 219.29 114.71 79.84 
Or Terms to Suit Your Needs 


HALL LUMBER C0. DAILY NEWSPAPER AD run the year-round was 
: adapted by Hall from a bank promotion. Ad 
pial F rw — re Tone eaers — vistors Mo. gives typical monthly payments for FHA Title | 





loans. 
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THIS AREA was a 10-acre farm last year. Five houses 
are under construction or already built in new ‘‘Hall’s 
Addition.”’ Sign explains that only $500 down is re- 
quired for homes ranging from $8,500 to $10,500. In 
addition, 42 lots are for sale at $500 each with nothing 
down, financed by Hall Lumber. 


“NOTHING DOWN, up to five years to pay at FHA 
loan headquarters’’ is advertising legend on each of 
Hall's five delivery trucks. All carry ‘‘Lum Bering,” 
company’s identification cartoon. 


HANDSTACKED LUMBER in storage shed erected from 
salvaged materials for only $8.75 a sq. ft. Charge 
for custom sawing is $2.50 an hour and 1¢ per lin. ft. 
for ripping. Hall doesn’t believe in giving anything away. 





Discovers Gold in DSC 


(begins on page 42) 





else was after.” 

Hall Lumber began emphasizing 
home improvements, but the local 
bank turned him down on Federal 
Housing Administration Title I loans. 
Officials there said they didn’t want to 
be bothered with government red 
tape. Finally, Hall made a connection 
with the Tootle-Enright National Bank 
which was looking for Title I business 
in the St. Joseph area. 

Loan headquarters. Hall began ad- 
vertising his company as “your FHA 
loan headquarters.” He uses that theme 
as often as he can. His cartoon figure, 
associating “Lum Bering” with Hall 
Lumber Co. is seen everywhere. Hall 
advertises in both classified and dis- 
play space in the newspapers. 

“Making that banking connection 
was the most important step I’ve taken 
in the lumber business,” Hall points 
out. “Since then, we have promoted 
FHA Title | home improvement busi- 
ness consistently. Now we do more of 
that type of business than any dealer 
in the county.” 

Volume rises. Hall indicated that 
since 1953 modernization business has 
risen steadily. As annual yard volume 
rose to more than $300,000, Hall pur- 
chased a yard at Rea and another at 
Maitland, Mo. 

Consistent advertising has made 
everyone in the area conscious that 
Hall Lumber Co. is the place to go 
for remodeling. “It’s as simple as 
that,” Hall insisted. Repeat business 
nas also been steady. 

“In the last seven years, one home- 
owner has come back to us four times 
for additional home improvements,” 
Hall added. “Advertising is what did 
it! We have even had repeat business 
within six months from a few custom- 
ers. Tootle-Enright depositors have 
come to us for home improvement 
loans, never realizing their bank 
handled our paper!” 

Procedure. Hall seldom figures a 
job for a remodeling prospect. He 
simply asks what the homeowner 
wants and how much he can pay a 
month. Then he sells the customer all 
materials necessary—at full markup— 
arranges for a contractor to complete 
the job and handles the financing. His 
policy is not to sell the customer some- 
thing he can’t afford, but the average 
modernization job runs $1,200. 

“No customer is interested in the 
price of a pound of nails or the cost 
of a 2x4,” Hall explained. “The only 
thing he wants to know is how much 
is it going to cost him in monthly pay- 
ments. You've got to sell the complete 
package, not the pieces.” 

Good business. Hail claims that 
“many times” Hall Lumber Co. has 
received full payment for a home im- 
provement project before the job was 
completed. He insists on giving top 

(continued on page 46) 
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FASTER SERVICE THAN EVER! 


wt NEVAMAR 


HIGH-PRESSURE LAMINATES 
NEW TEXAS WAREHOUSE JOINS NETWORK 
pene OF COAST-TO-COAST DISTRIBUTION POINTS 


a Our new Dallas-Fort Worth warehouse provides the entire Texas area 
with a source from which NEVAMAR may be obtained promptly. 
Complete stocks are maintained here in all patterns, colors and sizes. 
The addition of this warehouse creates a network of distribution 
points that offers fast, efficient service 

to any point in the United States— This is 

even to Alaska and Hawaii. Wher- NEVAMAR 
ever a super-smooth, lasting surface 

is required, count on NEVAMAR, ‘> tainted so-euamaicqiell 


NEVAMAR DIVISION > WITHSTANDS BOILING WATER 
> DESIGNED FOR LONG LIFE 


THE NATIONAL PLASTIC PRODUCTS COMPANY “ion et 


Saran, Nylon and Polyolefin Fibers—Nevamar High-Pressure Laminates—Wynene Extruded and Molded Products has exined thes seal WOT AFFECTED BY ALCOHOL 
cv FRUIT ACIOS. AMMONIA 
ae *« > 
© ORDINARY INK OR TIME 
* Guaranteed by ~ 


Good Housekeeping 
for > 


ODENTON. MD . NEW YORK. N.Y 7 MIAMI. FLA . CHICAGO. ILL . DALLAS-FORT WORTH, TEX, 
DENVER. COLO e PORTLAND. ORE 7 LONG BEACH. CALIF 7 SAN FRANCISCO. CALIF. 
CLEVELAND. O ° CHARLOTTE. N.C . MEMPHIS. TENN . INDIANAPOLIS. IND 


Temporary Texas Warehouse: 1035 Levee St., Dallas 7, Tex. Permanent Warehouse: 1100 107th St., Arlington, Tex. 
Texas Telephone: Dallas—Andrews 4-2391; Fort Worth—Crestwood 4-7365. 
Circle No. 20 on Handy Cover Card 


> NEVER NEEDS PAINTING 


45 ovens ' 





You can 
display 
full-size 
A'x8 


panels 


“He didn’t own a scooter ’til he 
ae business through that Display of full-size sheets gives customer accurate idea of how panelling 
Buil ung Materials Merchandiser will look when installed . . . makes your selling job easier. Samples can be 
classified ad sold as new, at full price, for Multiplex protects them from damage. Get 
your share of the great sales potential in plywood panelling—merchandise 
Whether you're looking for a new job a he with Multiplex. Get the facts; mail the coupon. Today. 

a new man to fill an old job . . . want to ' 
a ee eee, * Demet MULTIPLEX DISPLAY FIXTURE CO. 
—you'll get results by using the classified aia Penge f ect eases“: : 

bege ° : . & m r . ' 
pages of Building Materials Merchandiser! ie eae ums ne 
Please send me information on plywood panelling Displays. 


Building Materials Merchandiser NAME 


COMPANY . 
59 E. MONROE ST. @ CHICAGO 3, ILLINOIS 
ADDRESS .... 


CHT AND STATE ccc 
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Discovers Gold in DSC 


(begins on page 42) 





value. And he’s happy about not car- 
rying a heavy load of accounts re- 
ceivable. One project was strung out 
for five years, but Hall didn’t care. He 
got paid on the dot. 

“We have never discounted one cent 
off our materials list,” Hall said, “and 
we have yet to receive our first com- 
plaint on a job. There is no red tape 
in the way we do Title I business. Our 
bookkeeper and yardman can _ both 
make out the papers when I’m not 
here.” 

Lost out. Hall declared that the small 
lumber dealers in the Mo-Kan area 
“have missed the boat” on very profit- 
able business. As a director of the 
Southwestern Lumbermens Assn., he 
has helped other building materials 
merchants get set up in home moderni- 
zation. 

“The market is there, just waiting 
for us to sell it,” Hall stated. 

Sales kit. Hall talked with E. H. 
Schopp, vice president of Tootle-En- 
right National Bank. The finance offi- 
cer said his bank stands ready to serve 
members of the Mo-Kan Lumbermens 
Assn. The bank will give each dealer a 
sales kit on Title I loans and teach him 
how to use it. 

“Any dealer who gets set up with a 
lending agency is ready for the home 
improvement business,” Hall explained. 
“And that business is right at his back 
door, all big-ticket sales.” 

Added business. In one week, short- 
ly after Hall purchased the Maitland 
yard a year ago, the two men there 
sold $2,000 worth of FHA remodeling 
jobs—in a town of 500. The two men 
at the Rea yard, in a village of 100, 
wrote more than $25,000 worth of 
home improvement business last year. 

Hall Lumber Co. has handled 55 
Title I modernization jobs at the Sa- 
vannah yard in the last three years for 
a total of $67,000. This amounted to 
63% of all remodeling business in An- 
drew County, Mo. Hall emphasized 
that there is a “tremendous market” 
waiting for lumber dealers to develop. 

Speculative building. Not content 
with increasing volume through home 
improvement jobs, two years ago Hall 
began speculative building. After he 
had gradually added storage space at 
the Savannah yard and increased in- 
ventory, Hall purchased the remaining 
property in the block he lived in. 

Hall kept to a basic floor plan in 
erecting the 12 ranch-type homes in 
the last two years. He insists on build- 
ing only two at a time. Price for the 
one-story homes, with three bedrooms, 
living room, kitchen-dinette, bath and 
utility room was $6,500 with $500 
down. Land is fairly cheap in Savan- 
nah. 

“We build not more than two houses 
at a time.” Hall explained, “so we don’t 
have too much money tied up. In these 
small houses, we used up obsolete 
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Hall Lumber's 55 home improvement jobs in 


was $1,200. 


stock at full markup and controlled 
our inventory. 

“The buyers understand the houses 
they get, although sound and livable, 
aren’t custom-built ones. But they want 
a home and can’t afford anything 
higher priced. Only an expert would 
spot the short pieces and odd-lot win- 
dows. We're the only outfit doing 
much in the wav of home building in 
our town and it’s helped a lot of peo- 

le.” 

Hall believes that financing is the 
key to selling his houses. He maintains 
a deposit in a St. Joseph savings and 
loan institution that represents the re- 
quired 20% down payment. He 
charges $500 down and retains title 
until the 20% equity is built up. Mon- 
ey keeps turning over, he earns inter- 
est on his savings account and people 
are getting homes. 

Hall buys heating, plumbing and 
electrical items and has his 3-man 
crew install them; they also work as 
carpenters on the jobs. Each man is 
required to do whatever is necessary 
on all construction; there is no spe- 
cialization. In heavier building seasons, 
another two or three men are added 
to the crew. Sales control has increased 
Hall Lumber’s volume in materials 
70% in the last two years. 

New development. After completing 
his first development, Hall purchased 
10 acres at the edge of town last year 
and laid out “Hall’s Addition.” The 42 
building sites are being sold at $500 
with nothing down. Houses, including 
lot, sell for $8,500 to $10,500. Four 
have been erected, again according to 
a basic floor plan, and sold for $9,- 
500. 

Three more are under construction 


1957. Average job 


(one has been sold but needs a little 
more work to complete it). Another 
with basement garage hasn’t been fin- 
ished, but has been sold for $10,500. 
“Oddball” stock is used up in these 
houses and Hall Lumber not only 
makes full profit on sale of materials, 
but Hall figures he makes another $2,- 
000 profit on sale of the home. 

“We control the sale from begin- 
ning to end,” Hall said. “We make a 
profit on everything. It’s the only way 
to do business. This way lower-income 
people get something they want, at 
only $500 down, at a price they can 
afford to pay. Financing is the key.” 

Hall admits to making some mis- 
takes in building his first subdivision. 
Primary one was selling the houses at 
too low a price. But this has been 
ironed out in the new development. 
People are buying and happy. 

“If all retail lumber dealers don’t 
begin handling full package sales, 
they'll be out of business by the time 
my 12-year-old boy is grown,” Hall in- 
sists. “Dealer Sales Control is the best 
phrase in my vocabulary!” 





Southwest 
Forest 
industries, Inc. 


NEW DESIGN—Southwest Forests In- 
dustries, Phoenix, Ariz. has adopted a 
new corporate identity program for its 
17 divisions and subsidiaries, including 
its lumber divisions. As shown above, 
the new trademark features a ‘Swing- 
ing S"’ for maximum identification. 
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SUILD WI 
and build for keeps 





Nothing’s a better-looking, sounder building investment than modern con- 
crete block—especially when reinforced with Dur-o-wal, most effective and 
best-selling steel-rod reinforcement, with the patented trussed design. It 
pays to stock up with Dur-o-wal. Can more than double flexural wall strength. 
Outfunctions brick-header construction. Write for 44-page Armour Research 


Foundation test report. 


DUR-O-WAL 


Masonry Wall Reinforcement and Rapid Control Joint 


DUR-O-WAL MANUFACTURING PLANTS 
© Dur-0-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, IA. @ Dur-O-wal of Ill., 260 S. Highland Ave., AURORA, ILL. 
@ Dur-O-waL Prod., Inc., Box 628, SYRACUSE, N. Y. 


@ Dur-O-wal Prod., Inc., 4500 E. Lombard St., BALTIMORE,MD. @ Dur-O-wal Inc., 1678 Norwood Ave., TOLEDO, OHIO 
@ Dur-O-wal Ltd., 789 Woodward Avenue, HAMILTON, ONTARIO, CANADA 





@ Dur-O-waLl Prod. of Ala., inc., Box 5446, BIRMINGHAM, ALA. 
@ Dur-0-wal Div., Frontier Mfg. Co., Box 49, PHOENIX, ARIZ. @ Dur-O-wal of Colorado, 29th and Court St., PUEBLO, COLO. 






ee / 
~<a a | 
| "a » ae am / 
we “el « ‘ 
, ba PY ye = 4 
la 7 ¢ a ‘ Ps 


| 
\ 
| 


7 
& 


/ 


iw 


A A A SS A TS Se | 


A 


if 


Li 
Seer ee 


—— Tien 
Ss r 

. 

aR Ce 





9 


pseseeaoreay 
-~ 
‘ 
2 
Me 
oe 


maar 
ll 


°F IDI: 


Strength with 
| flexibility—the two 

Sy basic factors for a 
repair-jree masonry 
wall are assured by 
these intelligently 
engineered companion 
products. Dur-o-wal 
reinforcement, top 
left, increases flexural 
strength 71 to 261 
per cent, depending on 
weight Dur-o-wal, 
number of courses, 
type of mortar. The 
ready-made neoprene 
Rapid Control Joint, 
beneath, flexes with 
the wall, keeps itself 
sealed tight, 


college of tomorrow 
with today’s best 
masonry reinforcement 


galvanized 


KEY WALL 


The plans for Delta College, now under construction in the ‘‘Golden Triangle” 
area of central Michigan, call for the most modern educational facilities and best 
construction methods. That’s why masonry joints on the Delta College buildings 
are being reinforced with Keywall for added strength, greater crack resistance. 
The contractor on the job, states: ““Delta College is being constructed of the 
finest materials available and we feel that one of the better crack-resisting re- 
inforcement products on the market is Keywall.” 


KEYSTONE STEEL & WIRE COMPANY 


PEORIA, ILLINOIS 
KEYWALL ¢ KEYMESH® ¢ KEYCORNER e KEYDECK e WELDED WIRE FABRIC e NAILS 











Architect's model of Delta College 
Architect: Brysselbout-Dow-Wigen, Saginaw, Michigan 


Bryant & Detwiler Co., Detroit, Michigan 


General Contractor 


Masonry Contractor: Consolidated Construction Co., Bay City, Michigan 
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Located in a fast-growing, industrialized section bordered by Bay City, 
Saginaw, and Midland, the Delta College is one of the first in the U. S. to 
be financed by a multiple county tax program. One of its many unique fea- 
tures is a closed-circuit TV studio which will originate educational pro- 


grams throughout the school and neighboring communities. 


For buildings that stay young throughout the years, rely on Keywall 
galvanized masonry reinforcement. Masons find Keywall easy to handle, 
easy to adapt to a wide range of applications. It can be lapped at corners 
without adding thickness to joints. Full enmbedment and complete bond 


assure effective reinforcement. Comes in 4”, 6”, 8”, 10”, and 12” sizes. 
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Full Line 


Puts you in the 
Profit Picture! 


Ruberoid Roofing 

The Ruberoid Line is your guarantee of 
quality in asphalt roofing. It includes 
popular Self-Sealing Shingles that are 
sealed by the sun .. . Square-Tabs, the 
world’s largest selling strip shingles . . . 
Wind Warranted Lok-Tabs® and Tite- 
Ons® that defy the worst storm. 


Ruberoid Siding 
Maintenance-free Dura-Color® Asbestos 
Sidings have their colors preserved in 
plastic! Available in Clapboard (8% x 48”) 
and Weatherboard (12 x 24”). For luxury 
remodeling and new construction. Selec- 
tion of Trend Colors. 


Ruberoid Insulation 
Fiberglas* home insulation is available 
in Standard (Kraft Vapor barrier), Foil 
Faced and Foil Enclosed batts or roll 
blankets and pouring wool. Sill-Sealer 
and Perimeter insulations are also avail- 
able. Fiberglas is the most efficient—best 
known—most wanted insulation. 


FC CORP, 


Ruberoid Polymerite™ 

Floor Tile 

The first major breakthrough in floor tile 
in decades. New Ruberoid Polymerite 
Floor Tile is grease-resistant, stain-re- 
sistant, flame-retardant, gives up to twice 
the wear of asphalt tile—all at a remark- 
ably low cost! 32 brilliant colors to help 
you build do-it-yourself business. 


For full information on Ruberoid's 
line of quality building products, 
write for your free copy of the 1961 
Ruberoid Building Products Catalog: 
The RUBEROID Co., 733 Third Ave., 
New York 17, N.Y. 


(RUBEROID) 


The accepted quality leader among 
people who know building materials. 
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Whether customers prefer latex 
or oil-base house paints... 


you offer them the best that money can buy with 
these two high-quality Pittsburgh products 








Sensational new PPG 


ATEN e2isi 


e Made with new miracle resins to protect 
homes for extra years with a tough, flexible film 
that resists blistering, peeling and discoloration. 
e Saves hours in painting time because it is so easy 
to apply. ¢ Goes on over damp surfaces. ¢ Dries 
bug- and dust-free in 30 minutes. e Cleanup after 
painting is simple—wash painting tools in warm, 
soapy water. e Can be used on wood, brick, stucco, 


asbestos shingles, cement block or metal surfaces. TITAN TE” 
IC OUTSIDE wu 


OR WHite worK ON 


e The only oil-base house paint that provides 
the double protection of fume-resistant pigments 
and VITOLIZED”® Oil. e These special pigments 
resist discoloration from smoky atmospheres and 
fuel fumes which speedily stain and darken ordi- 
nary paint. © VITOLIZED Oil is specially treated 
to control penetration . . . Only enough oil goes 
into wood being painted to bond paint coat and 
keep it live, tough and elastic. 








Pittsburgh Plate Glass Company, Paint 
Division, Dept. AL-81, Pittsburgh 22, Pa. 


elf you are not now cashing in on the rapidly 
increasing preference among homeowners for 
these two great Pittsburgh House Paints, send 
this coupon today. 


I am interested in more information about sensational 
new PPG LaTex and Pittsburgh SuN-Proor House Paints. 


NAME 


*PITTSBURGH' PAINTS 


PAINTS « GLASS * CHEMICALS « BRUSHES « PLASTICS « FIBER GLASS 


ADDRESS 


Se Ge ee ee ces ces es cess ces comes ome > eee eel 


ITT SeuURewt OLEATE GLASSES £OM Pee COUNTY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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PREHUNG DOOR UNITS 


* Save Time * Save Material « Save Labor * Save Money 


Now You Can Instell A Com- P tion flyers for Joseph's 
R romo _ fly p 
ot eee include priced roof trusses and 


Fi re. 
Ceceeeen-wen- —_re-hwng doors 
thickness 
* Philippine mahogeny doors 
* Clear white 

© Clear white pine streamline trim 

* Heavy bres hinges 
16" x 6B". $16.35 
TW eee +... BIS 
24" x 6B". 1810 
20 £60"... FBO 
: Passage Lock Set $1.82 Extra 

Bedroom Lock Set $2.17 Extra 

IN STOCK Bathroom Lock Set $2.32 Extra 





























Meets F.H.A. Standards 








APPROVED FOR ERECTION ON 24” CENTERS 
20’ SPAN 4/12 PITCH.....$ 9.40 Each 


Eliminate on site laber of cutting and fitting 

Eliminate interior partition; trusses are self supporting 22' SPAN 4/12 PITCH... 10.05 Each 

Eliminate double floor joists under bearing walls 24° SPAN 4/12 PITCH... 10.50 Each 

a oop pot ort ea ima unt 26’ SPAN 4/12 PITCH 11.00 Each 
bel mahi Ee 28’ SPAN 4/12 PITCH... 11.65 Each 
WRITE US FOR LARGE PRODUCTION ORDER QUOTATIONS F.0.B. our Yard 





| ADVERTISING 








Automatic Component-Making 





| TRUSSES | 





Two crews work on truss 
assembly—one on jig 
table powernailing truss 
plates; another handling 
truss through the roller 
press. 
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Components in cutter bring volume production to suburban Chicago dealer. The 2x4s 
on dolly, left over after cutting for trusses, will be used on wall panels. 








| PRECUTTING 








| PANELS | 





MELROSE PARK, ILL. 
J OSEPH BUILDING SUPPLIES, 

Inc. operates Lumber City, a big 
cash-and-carry yard, at the busy inter- 
section of two heavily-traveled roads 
in this west Chicago suburb. Six years 
ago the four Joseph brothers set up a 
subsidiary components manufacturing 
firm. Licensed engineer Joe Joseph 
runs it. Production has expanded so 
that plant and equipment are continu- 
ally being modified or expanded. 

“Come back next week and‘ you 
won't recognize the place,” Joe said. 
“I won’t tell you how many trusses 
we make and sell each week, but I can 
say we can turn out all the trusses 
needed for light construction in Chi- 
cagoland. All we'd have to do is add a 
second shift of 12 men.” 

With more than a quarter million 
dollars invested in building, land and 
equipment, Joseph can make any size 
truss in less than five minutes and a 

(continued on page 54) 


Crew staples sheathing 
to wall panel. Banded 
panel load awaits pick- 
up outside. 








Component-Making 


(begins on page 52) 





PANEL TABLE at Joseph 
4’x8’ wall panel in less than 12. The Building Supplies has 
simple, yet big, assembly-line opera- stud placement markings 
tion is located in a 60’x100’ insulation re scratched into top, 16” 
board-sheathed poleframe building —_ , o.c. Craftsman squints 
next to a rail line at the south end of along top plate to square 
Joseph’s 15-acre site. away stud before nailing 

“We make good use of all odd-lot framing. 
lumber here,” Joe pointed out. “Our 
main problem is getting shipment of 
materials into the shop. We don’t have 
any difficulty getting the finished prod- 
uct sold. Right now we’re selling in 
quantity to only six or seven custom- 
ers with 75% of our output going to 
two big tract builders. We're one of 
the two or three largest operations in 
this part of the country.” 
Besides jig tables, hand and power 
tools and handling units, the only 
equipment Joseph uses in his shop is a 
[AB Components Cutter (see BMM, 
Mar. 13). He has modified the machine NINE-PANEL LOAD of 
several times and plans _ another wall components hauled 
change. The unit is capable of cutting from storage site near 
enough wood members to make 600 shop to delivery truck. 
trusses a day. 
“We're developing a conveyor to 
run below the cutters and carry off 
scraps,” Joe said. “We run so many 
2x4’s through the machine every day 
that scrap becomes a problem. We give 
it a real workout!” 











Triple your selling power 


with BRAMMER NG Laken’ ( abinble- 


Sell the line that gives you an opportunity to close 
every kitchen prospect sale —-THREE DIFFERENT 
WAYS. Sell Brammer’s Sheer Line, the smooth, sheer 
design that is gaining an ever-growing acceptance 
among contemporary homeowners . . . Brammer’s Off- 
the-Floor, Designer Series 2700, that fits into plans 
for the most modern homes . . . and Brammer’s Pro- 
vincial, Designer Series 1700, to lend special elegance 
to homes of traditional character. 


All three Brammer designs give a unified look to 
today’s modern appliance built-ins. Brammer cabinets 
have custom-like construction details, exclusive “wife- Yo 
saving” conveniences, and fine furniture finishes that 
make Brammer Living Kitchens sell. 


For a better kitchen business in your area, consider 
a future with Brammer — the line you can sell three 
ways. To find out about available dealerships and 
distributorships, write today. 


BRAMMER MANUFACTURING COMPANY 


DAVENPORT, IOWA lac gi “Sheer Line” Design 
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“For higher quality at lower cost’ 


HOMASOTE 
PRODUCTS 


Comfortable, =. =a: 
guiet floors 


ARE POWERFUL, NEW SALES FEATURES 


Show your Builders how to in- 
crease the Quality of the houses 
they build—how to add new sales 
features—how to save on both time 
and constru. tion costs. They will 
widen their market .. . you will in- 
crease your sales. 

Each Homasote Product has its 
own important structural advan- 
tages. Today, they are offered in 
such a wide variety of thicknesses 
and sizes (up to 8’x14’) that you 
can show a builder how to cut his 


* Homasore 


costs, at every step, in almost every 
part of the structure. 
t+ & & 

To build your sales more rapidly 
—pinpoint your selling efforts by 
concentrating on one Homasote 
Product or Application per month 
—as all Homasote representatives 
are now doing. You will be sup- 
ported by a consistent national 
advertising program in leading 
Consumer, Architect and Builder 
publications. 





And now—we are able to supply you with a dynamic, new—but fully tested—sales 
builder. Pictured above is a three-color NUTSHELL CARD—measuring 3”x6”. 
Each of these cards graphically presents the major uses for a Homasote Product. 
Each month you mail out the card which is being nationally advertised that month. 
When you display these on your counter and mail them out with your statements, 
you get amazing, traceable results. For full details of this new plan, contact your 
Homasote representative or write direct—kindly address Department H-3. 


HOMAS OTE company 


As always—Homasote sells 


the Building Materials Dealer solely 
through the Building Field 
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HOMASOTE 


Va 
1%° WALL PLANK 


2‘ x 8’, tongue and grooved 
for use with studs 4‘ o.c. 


Lower cost than ordinary frame 
walls... better insulation. Each 
plank is three layers of lami- 
nated Homasote with all long 
edges beveled on both sides. 
Nailed tongue up—for either in- 
terior or exterior use... espe- 
cially advantageous for shell or 
vacation houses. Only 614 
planks needed to cover 100 sq. 
ft. of sidewall. 





TRENTON 3, NEW JERSEY 


Homasote of Canada, Ltd. ¢ 224 Merton Street * Toronto 7, Ontario 
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Specialist Invests 10% in Ads 


WESTMONT, JILL. 
ANLEY LUMBER CO., Inc., pri- 
marily a supplier and erector of 
garages, believes in strong promotion. 
The company calls itself the Garage 
World and annually spends 10% of 
gross for advertising in Chicago news- 
papers. 

It has paid off so well that the com- 
pany has sold about 1,000 garages 
ranging in price from $700 to $1,100 
in its short two-and-a-half years of ex- 
istence. Three display sites have been 


opened in Chicago suburbs in that 
time, manned by two salesmen and a 
3-man erection crew, to make fuller 
use of the merchandising. 

Danley’s newest “showroom,” open- 
ed in Franklin Park, Ill. May Ist 
along a heavily-traveled thoroughfare. 
shows the fanfare involved. There is 
nothing else on any of the three sites 
except a graveled parking lot and five 
display garages extending alongside 
the glass-front salesroom. Shown left 
to right are the “out-of-this-world” 


garages named _ Rocket, Satellite, 
Globetrotter, Spacemaster and Van- 
guard. The other sites are in Oak Lawn 
and Calumet City, Ill. 

Each salesman at the showrooms 
sells about 100 garages a year, earn- 
ing 10% commission on an average 
price of $900. During the heavy sum- 
mer season, 12 more erection crews 
are added to keep up with the flow of 
sales. 

Leads stream in from full page ads 
and are turned over to the salesman 
closest to the homeowner. The only 
difficulty—besides having to make so 
many trips to the bank—that manager 
Ben Weitzman has is determining 
whether the displays or the ads sell 
more garages. The salesmen couldn’t 
care less. 





Issue Plywood Pallet Specs 

WASHINGTON—The National Wood- 
en Pallet Manufacturers Assn. and 
Douglas Fir Plywood Assn. have 
jointly published what is termed the 
first comprehensive specification de- 
veloped for softwood pallets. 

“Specifications for Douglas Fir and 
Western Softwood Plywood Pallets” 
creates “custom” and “industrial” 
grades of plywood pallets and con- 
tainers. The detailed manual sets a 
standard for pallet buyers, covering 
every point a purchaser may need to 
know in the $150 million a year wood- 
en pallet industry. 





E-X-P-A-N-D-A-B-L-E Shutters 


EXPAND-O" 
ALUMINUM 
SHUTTERS 


...one size fits 

all window openings 

® No need to stock a variety of sizes. 
® Enduring baked-on acrylic finish. 

® Beautiful Decorator Colors. 


NATIONALLY KNOWN! 


PROFITS 
"small can! 


FAMOWOOD is the PROFES- 
SIONAL’S all-purpose plastic... 
Boat builders, furniture makers, 
cabinet makers, etc., have 
found it the one sure answer 
to the never ending problem 
of correcting wood defects, 
filling wood cracks, gouges, and 
for covering countersunk nalls 
and screws. CAN BE USED UN- 
DER FIBER GLASS. 

Ready to use right out of the 
can, Famowood applies Itke 
putty, sticks like glue; dries 


NATIONALLY ADVERTISED! 

This famous material is now 
packaged in eye-catching self- 
display cartons for impulse sales. 
15 matching wood colors and 
white for perfect matching of 


quickly; won’t shrink; takes 
spirit stains, and will not gum 
up sander. When applied 
properly Famowood becomes 
water and weather-proof, stays 
put under adverse conditions. 


@ Expands and locks at desired window height. 
al popular wood finishes. 


® Installed in minutes with a screwdriver. . For fast turnover, quicker 


DISTRIBUTORS: Choice territories still available. profits, display Femowood prom- 


*Pat. Pending inently. 
LYF-ALUM, INC. Deo: oma 


Oconomowoc, Wisconsin If you’re not handling Famo- 
Metfopoliton Milwaukee Area wood now, get the facts today. 
Literature, prices, etc., sent im- 

Send me further information on Expand-O Shutters mediately. ; 
(Distributor inquiries invited.) 


l 
i Dealer 1) Distributor 2 


i Nome 


BEVERLY MANUFACTURING CO. 


{ Address 
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UTILITY GRADE 





J.M. Guthrie, ~~ a 


‘om th : 
2 a 


N 
wee 


Trendselling 


“We recommend Utility Grade West 


Lee utility 
| grade 


| WEST COAST Lumemen 





WRITE TODAY 
FOR FREE 
SELLING FACTS 
Contains span tables. 
*When used in accordance 
with FHA Minimum Prop- 
erty Standards for One and 


Two Living Units. FHA 
Bulletin No. 300. 


Coast Lumber to all our customers,” 
Manager Guthrie points out, ‘‘and the 
repeat orders are proof of its money- 
saving quality.” 

From coast-to-coast more retail 
lumbermen are selling Utility grade 
West Coast Lumber dimension and 
boards for house construction.* You 


UTILITY GRADE 
WEST COAST LUMBER 


can be grade wise and profit wise... 
by buying and selling West Coast 
Lumber. 

Sell your builders profit-building 
Utility Grade. . . it meets the require- 
ments for joists, rafters, sheathing 
and studding.* It’s a recommendation 
that builds quality homes... and re- 
peat business. 


WEST COAST LUMBER 


West Coast Douglas Fir * West Coast Hemlock © Western Red Cedar * White Fir © Sitka Spruce 
West Coast Lumbermen’s Association + 1410 $.W. Morrison St., Portland 5, Ore. 
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EVERYTHING'S COMING UP PROFIT 
WITH NEW BARCLAY PLANK! 


Here’s how you can profit from America’s hottest-selling 
Melamine-coated wall panel. Profit because Barclay Plank 
boasts the fine built-in beauty sought by all craftsmen, yet costs 
much less than expensive laminates. Profit because it covers 
any kind of wall...new or old! Profit because it’s easy to install; 
saves labor costs. Profit because it comes in two 4 oF a, 
styles: 44” tongue-and-groove and 4%” butt edge. Sob - % 
With Barclay Plank it’s profit all the way! Call * a@p z 
your distributor today for samples and selling aids. red, a 
BARCLAY MANUFACTURING CO., INC. (AN AFFILIATE OF BARCLITE 
CORP. OF AMERICA) DEPT. BM-8-PL BARCLAY BLDG., NEW YORK 51, N. Y. 
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METAL FASTENER PLATES have been loaded into the truss ma- 
chine above at Wagner Wood Co., Dayton. Plates are mag- 
netically held in position. Lumber has also been loaded into 
machines from the outside of the truss and the operators are 
rocking forward the press heads which automatically clamp 
the lumber in readiness for squeezing fasteners into the truss. 


Time-Saving Truss Making 


DAYTON 

NINETY PERCENT REDUCTION in man-minutes 

assembly time per roof truss is reported by the Wag- 

ner Wood Co., wholesale and retail lumber dealer here, 

since switching to an automatic truss making machine us- 
ing metal fastener plates. 

Another cost-reduction dividend from the production 
changeover has been a 35% increase in the number of 
trusses per truck load which can be shipped to the building 
Site. 

Only 442 man-minutes per truss is required, using the 
firm’s new Roc-Away Head truss machine. Manufactured 
by Hydro-Air Engineering Inc., St. Louis, the machine is 
equipped to produce an average roof truss every one min- 
ute and five seconds with a good 3-man crew, according 
to the manufacturer. It complements a smaller machine 
by the same company which is designed to produce 15 
trusses per hour with a 2-man crew. 

The name “Roc-Away Head” comes from the rocking 
of the hydraulically operated heads into position for 
squeezing metal fastener plates into the lumber and then 
automatically rocking back, out of the way, for unloading 
and reloading. 
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3 Bedroom 


MobEL HOME 


mal Down FHA Terms 





TWO MODEL HOMES—the one at left unfinished, the 
other completed and furnished to show what can be 
done with a $9,300 house—stand side-by-side in Round 


Lake Park, 


. The speculative houses are erected on 


scattered lots after being sold. 


Dealer-Builder Uses FHA 203i 


Unfinished $9,300 homes invade suburban Chi- 
cago market. Dealer uses components to average 
125 homes annually through parent builder com- 


pany. 


ROUND LAKE, ILL. 
OUND LAKE LUMBER CO. isa 
little unusual. Most of its quarter- 
million doilar volume in this tiny 
community of 887 is with the parent 
company, A. W. Seekatz Builders. Re- 
cently the firm started making glue- 
nailed trusses under the Lu-Re-Co 
(Lumber Dealers Research Council) 
banner. Then it branched out into 
prehung doors. 
“Now, with our new construction 
project underway, we’re so busy we 
do our regular work at the yard dur- 


ing the day and bring a crew in at 
night to fabricate trusses. They go in- 
to houses being constructed the next 
day,” Bill Johnson, manager, ex- 
plained. 

High volume. A. W. Seekatz is a 
bit unusual too. The firm has built 
an average of 125 houses a year in 
this northeastern Illinois area over the 
last 15 years, with volume at times 
rising over $2 million a year. But 
very few people knew about it. Al- 
most always, construction was for 
some developer and in his name, so 
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few home buyers were aware See- 
katz had done the building. 

However, Seekatz has let nearly all 
that “outside” construction work peter 
out. The firm still grosses well over 
$1 million building homes in its own 
name in nearby Round Lake Beach 
and the surrounding area. 

Red tape. Seekatz is also different 
from many other lumber dealer- 
builders in that the company likes to 
do business with the Federal Housing 
Administration. Most dealers com- 
plain that there is too much red tape 
working with FHA. 

“It always used to be a headache 
trying to cooperate with the Chicago 
office of the FHA,” Richard Kreuser, 
manager of Seekatz building, pointed 
out. “But there was a shakeup there 
not long ago and now we get the ut- 


(continued on page 60) 
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Dealer-Builder & FHA 203i 
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most cooperation with all red tape cut. 
We're very happy with the combina- 
tion now.” 

Different housing. A. W. Seekatz 
had always shied away from low-cost 
housing. However, there has _ been 
little new construction in this “Chain 
o’ Lakes” region and the firm was. 
looking for something new. 

A mortgage firm Seekatz has done 
business with for years suggested to 
Kreuser that he get into FHA 203i 
unfinished home construction. “You've 
got a golden opportunity for it,” 
mortgage officials told Dick. “Low 
cost housing is the coming thing,” 
they added. 

Kreuser took the matter up with 
the FHA office in Chicago and was 
pleasantly surprised at the speed 
with which officials accepted the pro- 
posal. They assigned a man to work 





UNFINISHED KITCHEN of unfinshed model home permits pros- 
pective buyers to see exactly what they get in their $9,300 
home. House is completed except for floor tile, interior paint- 


ing, closet doors and built-in appliances. 


closely with Kreuser. 

Design. Kreuser designed a 5-room, 
one-story house using components, 
which would sell for $300 down, $200 
closing costs and $9,000 at $78 a 
month, including $17 taxes. Under 
this price setup by the lending agency, 
FHA requires A. W. Seekatz to pro- 
duce a house on a 40’ lot complete 
with sewage and water connections. 
It must be in a neighborhood of com- 
parable homes. 

Kreuser’s houses are well-built of 
wood framing and hardboard siding 
over a 4’ crawl space. Asphalt shingled 
roofs, copper plumbing, reverse-flow 
gas furnaces, taped drywall, glass- 
lined hot water heater, light fixtures, 
kitchen cabinets and sink and graveled 
drive are included in the basic 24’ 
x 36’ units. 

Kitchen is’ adjacent to the living 
room facing the street in the Seekatz 
houses with front and back entries 
opposite one another. A utility storage 
room separates the kitchen and bath 
opposite a small bedroom with two 


other bedrooms at the rear of the 
house. Purchasers have to install gut- 
tering, closet doors, floor coverings 
and paint the interior. 

Cheap land. Seekatz bought up 
scattered lots in Round Lake Park, 
a village of 2,516. Not more than five 
homes had been built there in the last 
25 years, so land owners were glad to 
sell their property. 

“We bought land at a phenomenally 
low price,” Kreuser explained. “Of 
course, that’s the basis of our low- 
cost housing. But I will say this— 
these 203i houses are tight and the 
construction is as good as any we've 
ever built.” 

Plans. Kreuser carefully figured 
every piece of lumber and building 
material that was to go into the new 
houses. He also carefully planned 
work schedules and follows the sched- 
ule chalked on a wall chart right 
down the line. Carpentry performed 
by the 4-man crew takes 135 hours 
for each house. The entire house is 
finished to point-of-sale in 22 days. 


Patt Tal 
ae ae 


——) 
MERCHANDISING GIMMICK to show prospects what a little 
imagination and sweat-equity can do for the 5-room Title 203i 
house. Compleied model inciudes extra cabinets, surface range 


and oven at a package price of $450 more than the $9,300. 





I. 


READY FOR DRYWALL is newest Seekatz house. Craftsman 
has just completed installation of heat ducts for reverse-flow 
furnace in 4’ crawl space below. Solidly constructed house has 
glue-nailed roof trusses and copper piping. 


COMPLETED MODEL has carpet on lSiving room floor and 
simple furnishings purchased from a mail order house. This 
helps prospects picture in their minds what can be done with 
an A. W. Seekatz house, 
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Costs are carefully controlled. 

Houses are built in pairs. That per- 
mits Kreuser to schedule his workload 
down to minutes and the subcontrac- 
tors like it that way. It eliminates un- 
sold homes. Each house is sold before 
work starts. All work except carpen- 
try is subbed out. 

“Except for the glue-nail trusses 
and prehung doors made at the yard,” 
Kreuser explained, “all work is done 
at the job site. We move a generator 
there and use many power tools. We 
are thinking, in coming houses, of 
making trusses with metal plates in- 
stead of plywood gussets.” 

At first Kreuser tried using 24’ 
ceiling joists, the same as those in the 
floor, but quickly decided to switch 
over to trusses. Plywood roof sheath- 
ing is cut on the job from sheets to 
permit a 16” overhang. Subflooring, 
or floor deck, is power-sawed into 
4’x8’ sheets from 36’ sheets and 
hand-stapled with 56” staples to 24’ 
floor joists. 

Ceilings are 7°6” with framing 
made into 16” modules based on the 
outside perimeter. Wall panels of 
precut lumber are made at the job 
site. They are handnailed and _ studs 
topped with a 1”x4”. A continuous 
2”x8” top plate is nailed to that, 
eliminating headers. Insulation sheath- 
ing 1%” thick is nailed to studs with 
every joint over a stud, making the 
houses tight. Entire end wall, includ- 
ing gable end, is erected at one time. 

There is no toenailing in the top 
plate because the 1x4 is used and 
1x4’s are also used for door frames, 
a practice okayed by FHA. Non- 
loadbearing interior partitions are 
framed with 2x4’s except that the wall 
carrying the copper plumbing is 2x6. 
All interior walls are covered with 
taped wallboard, as is the ceiling. 

“I want to stress that the building 
materials that go into our Carpenter 
Built Homes are all top quality,” 
Kreuser said. “We use a brand-name 
window, good locksets and mahogany 
flush doors.” 

Promotion. Seekatz Builders inserts 
one ad a week in the nearby Grays 
Lake newspaper distributed to five 
area villages. Three times a week a 
display ad is placed in the Waukegan 
paper, with a classified ad running 
every day. However. Kreuser says 
60% or more of new home sales come 
from referrals. He permits a $50 deduc- 
tion in cost from a referral that is 
closed. 

“We absolutely guarantee that there 
are no other charges to the customer 
other than the $500 down, $200 of it 
for closing costs,” Kreuser explained. 
“Our chief problem is convincing 
people that a house selling for ‘only’ 
$9,300 is worth it.” 

Models. A. W. Seekatz erected two 
model homes side-by-side in Round 
Lake Park. Kreuser and another sales- 
man do all sales work. One house is 
erected and shown—first—exactly as 
the buyer will get it. The other is 
finished and tastefully furnished with 
mail order items. There is smart mer- 
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chandising in that; most persons who 
will buy these homes are customers 
of the mail order houses. 

The completed model indicates what 
they can do with the stripped-down 
house. A little enthusiasm combined 
with imagination and sweat equity 
can turn the house into something 
they will want to live in for the next 
few years. 

“It gives them a start in housing,” 
Kreuser said. “I emphasize that in 
this day of compact cars, they are 
getting ‘compact payments.’ For $78 
a month they can’t go wrong. That 
usually clinches it.” 

Sales. Seekatz built and sold 10 
houses immediately after the program 
began this spring. Kreuser expects to 


sell at least 50 more this summer— 
“and maybe 75.” If the buyer wishes 
he can purchase extra kitchen cabi- 
nets, a surface gas range and built-in 
gas oven for $450 more. The area gas 
company cooperates in advertising. 

For those buyers who prefer to 
limit their sweat equity, Seekatz sells 
a completely finished home for $11,- 
500. Both Seekatz Builders and 
Round Lake Lumber are completely 
satisfied with the arrangement. They 
work hand-in-glove. 

“It appears we've hit upon some- 
thing that’s been needed around here,” 
Kreuser said. “We're happy with our 
FHA arrangements, and I think we'll 
be building these low-cost houses for 
a long time to come.” 








DENISTON “LEAD-SEAL”’ 
Metal Roofing Nails 


GALVANIZED FINISH ONLY 


LEAD SEAL—The only nail with lead just 
under the head and down the shank. When 
the nail is driven, the hole around the nail 
is plugged with lead and the break in the 
metal is completely covered, to form a perfect 


double seal. 


TRIPLE LOCK—The only nail that has a lock- 
ing bump. As the “bump”’ is forced through 
the sheet, the sheet springs back over the 
bump—this effectively prevents the nail from 
working out. The nail, lead and sheet are 


solidly locked together. 


DRIVE SCREW SHANK—The on/y nail that is 
driven on the steel head. Drive screw shank 


makes the nail turn and hold like a screw. It 
holds with a powerful, unyielding grip. 
Threads are deep and sharp because they are 


formed after galvanizing. 


FREE LITERATURE 


Folders ‘‘Avoid Roof 
Leaks” and ‘‘How to use 
Deniston ‘Lead-Seal’ Roof- 





ing Nails’ sent free on 


request. 


Ring Shank 
Screw Shank 


Accepted Standard of Quality for Over 34 Years 


DENCO Lead-Head Metal Rooting Nails | 


6000 POUNDS OF PRESSURE is used 
to compress the lead cold, both over and 
under the steel head of the nail as well as 
down the shank. The lead forms = 

a perfect seal in the hole made 

by the nail. Heads will not 

““pop”’ off from expansion and 
contraction of roofing nor from 


Ring Barbed 
Shank Shank 


wind vibration. 


FREE FOLDER ON REQUEST 


BRIGHT OR GALVANIZED 
ee. pe ee BPE BR 


Price information available from your jobber or write direct. 


Shipped in 50 Ib. cartons. 


THE DENISTON COMPANY 





49th & South Western Avenue « 
2 - 


Chicago 9, Illinois 
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New Product Parade 


Garage Liner by Evanite 

New perforated Garage Liner by 
Evanite is installed with matching color, 
annular threaded nails directly over 
studs to add storage utility to wall sur- 
faces in garages, basement shops and 
storage rooms. Hardboard is factory pre- 
finished and needs no painting. 

A dealer sells an average of 12 sheets 
of the 4’x8’x44” hardboard for double 
garage installation. Sales aids include a 
new “Silent Salesman,” which promotes 
Garage Liner and other Evanite hard- 
boards. Evans Products Co. 
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Introduces Inaugural Line 


Carved furniture fronts and natural 
finished birch are two high-style advan- 
tages of Hamilton’s new Inaugural kitch- 
en line. Moderately priced, the cabinets 
are finished in a light fruitwood tone. 
They now are available in more than 
150 standard sizes from a large factory 
inventory. 

Sculptured styling of the cabinets is 
enhanced by dovetailed oak drawer sides. 
A furniture finish incorporates hand- 
wiped stains, is oven-baked for durabil- 
ity. Hamilton Cabinet Co. 
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Stone-Like House Exterior Trim 

Nailability of J-M’s new Permatone 
Flexboard Trim is shown above in its 
application as batten. The asbestos-ce- 
ment trim also may be sawed, rabbeted 
and mitered. It looks like stone, works 
like wood and may be used wherever ex- 
terior wood trim is now employed. 

Besides battens, it may be used as 
belts, eave trim, fascia, corner, rake and 
skirt boards. Trim is %” thick, is avail- 
able in 8’ to 10’ lengths and in widths 
of 1%” to 6%” preprimed or with a fac- 
tory coating. Johns-Manville. 
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Petite Ceiling Tile 

A new acoustical ceiling 
tile has random placed tiny 
perforations. Called Petite, 
it has a smooth, washable 
calendered finish and _ is 
available with either regular 
or flame-resistant finishes. 
It was designed by Walter 
Dorwin Teague Associates. 
It's available in same sizes 
and thicknesses as maker's 
other perforated tiles. Simp- 
son Timber. 
Circle No. 204 on Handy Cover Card 
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Easy Clean Vinyl 


A new series of metallic 
colored tiles in Easy Clean 
vinyl is announced. The 
new colors are: gold on 
white, gold and green mottle, 
copper and beige mottle, 
gold and yellow mottle, gold 
and pink mottle, gold and 
aqua mottle. Easy Clean 
has no composition backing. 
Tiles are available in 9” x 
9” size, in 1/16” thickness. 
Kentile, Inc. 

Circle No. 205 on Handy Cover Card 


= 


Awning Window 


New Vampco series 712 
awning windows have 1%” 
deep ventilators, double con- 
tact weather vinyl stripping 
and deep 2” frame with 4%” 
sections. Crank operated ro- 
to-type hardware used on 
Vampco’s Tru-Seal window 
line is utilized in the new 712 
series. Available in almost 
any size, the windows are 
easily installed. Valley Metal 
Products. 
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Thru-Style Design 


A new design comple- 


ments Congoleum-Nairn’s 
Feather-vein pattern in 4%” 
vinyl asbestos tile. Called 
Thru-Style, it offers com- 
plete penetration of soft 
tone on tone colors in an 
eye-catching controlled chip 
design. The new vinyl as- 
bestos tile is available in 
custom-cut 9” x 9” size in 
a choice of 10 attractive 
colors. Congoleum - Nairn. 
Circle No. 207 on Handy Cover Card 
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Door-and-Frame Package 


Called the Newport, a new door-and- 
frame package has an acoustical core door 
only %4” thick. The slim, steel door is 
prefinished at the factory in an off-white, 
baked-on coat of enamel and delivered 
complete with frame and all hardware. 
Special gate-type hinges permit door to 
be hung in place by one person in sec- 
onds, maker says. 

The interior door-and-frame package 
is primarily designed for residential and 
apartment use. Truscon Div., Republic 
Steel Corp. 
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Hardboard Laminated Panel 

Lami-Board, a new all-hardboard pan- 
el, is laminated from 3-to-5 plies of 
premium grade Lebanite hardboard. It 
offers exceptional machining qualities, 
requires no edge filling. Available in 
five thicknesses from %2” to 144”. Sam- 
ples shown above measure 5” x 7”, are 
machined from %4” Lami-Board. 

The 4’x8’ panels are standard; spe- 
cial sizes can be cut. Lami-Board’s light 
blond color blends with veneers, other 
wood tones. Specifications are available. 
Cascades Plywood Corp. 
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HOW TO WRAP UP MORE SALES WITH 


CONTINENTAL 
Welded Wire 
Reinforcing 
Fabric 


This drive, reinforced 
with Continental Welded 
Wire Reinforcing Fabric, 
will look new and attrac- 
tive years after it is laid. 
The Fabric minimizes 
cracks—keeps them 
tightly closed—distrib- aa 

utes load stress, actually ++ i de. 
makes the concrete 30 Bf 7-7+-+7"\ 
percent stronger, to last 


years longer! Tell your contractor-builders and your do- 


it-yourse!lf customers about the tremen- 
dous advantages of Continental Welded Wire Reinforcing Fabric. 
Mention the greater strength that Continental Fabric adds to every 
concrete job... how it costs but little more, for years longer life. 

And, Continental Fabric is a better fabric because it is precision 
made—electric welded on ultra-modern machines. It is uniformly 
spaced with clean welds. Handles well on the job—splices easy, and 
lies flat and rigid. It is FHA approved and meets A.S.T.M. specifica- 
tions. Continental Fabric does pay off in extra sales because it 
pays off in added value! Order your easy-to-stock supply today. 


PROFIT OPPORTUNITIES FOR YOU IN ALL THESE TYPES OF JOBS— 
Drives, Sidewalks, Patios, Garage Foundations, Parking Lots, etc. 


CHECK ALSO CONTINENTAL REINFORCING BARS FOR HEAVY CON- 
STRUCTION, IN DISTINCTIVE PATTERN FOR GREATER BONDING FORCE 


Every Day, knowing people ask, tide Reiofoutd 4 
CONTINENTAL STEEL 


CORPORATION KOKOMO, INDIANA 


PRODUCERS OF: 15 Types of Farm Fence, Posts, Gates, Barbed 
Wire, Standard Styles of Galvanized Steel Roofing and Siding, Nails, 
Staples, Lawn Fence, Welded Wire Reinforcing Fabric, Continental 
Chain Link Fence, Manufacturers’ Wire, and other wire products. 
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GRIFFIN 


‘a good line 
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Why do so many building supply and hardware dealers tag Griffin as 
*‘A Good Line To Handle?” 


Because—Griffin makes a product builders and architects respect; 
Griffin offers a complete line of hinges, straps and tee-hinges, screen, 
builder and industrial hardware; Griffin prices its product 
to offer the distributor a good profit; Griffin service is ex- 
ceptionally quick and dependable. Griffin Manufacturing 
Company, Erie, Pennsylvania. GRIFFIN HINGES 





NEW PRODUCT PARADE 


(begins on page 62) 


Riviera Line Has Varipanel 

Kemper’s new Riviera line introduces 
Varipanel, which permits a dealer or 
homeowner to change the front door de- 
sign by simply reversing the recessed 
door front panel. 

Riviera wood kitchen pictured above 
has lower cabinets showing a woven grass 
cloth design in the door front area with 
an upper cabinet door front of matching 
wood grain. Riviera kitchens are stocked 
in both fruitwood and French walnut. 
Dealer sales aids include a complete file. 
Kemper Bros. 
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Packaged Patio or Carport 


Arrow Metal Products offers a new 
line of low-priced packaged patios or car- 
ports. The all-steel units are avaiable in 
three stock sizes: 122” wide x 20’ long; 
102” wide x 16’ long; 92” wide x 12’ 
long. 

All-white pressure-coated roof is com- 
pletely finished. Heavy steel understruc- 
ture holds snow loads of 30 pounds per 
square foot. All parts are factory-formed, 
cut and punched for quick assembly. 
Upright steel posts can be installed as 
“V” or straight legs. Arrow Metal. 
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Reynolds New Gutter-Screen 


New Gutter-Screen is reinforced with 
b-aid along both edges. It’s produced in 
3’ lengths that can easily be handled by 
one man. No tools are required for in- 
stallation. 

Homeowner simply inserts one edge 
of the screen under roofing and fastens 
the other edge to gutter with three spe- 
cial spring clips, which work equally well 
on square and round gutters. Units are 
packed in cartons of 20, 40, 50 or 100 
lengths. Clips are included. Reynolds 
Div., National-Standard Co. 
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Packaged ShutterSets 


Each new ShutterSet package consists 
of four movable louver panels hinged 
together and hinged also to hanging 
strips ready for installation. Porcelain 
knob and latch set are included. Sets 
range in opening sizes from 25” to 41” 
wide and 1314” to 3714” high. 

Panels are produced from west coast 
lumber, sanded and maple finished or 
natural for smooth finishing. Each Shut- 
terSet is enclosed in a poly bag along 
with easy-to-follow installation instruc- 
tions. Sam A. Wing Co. 
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New Equipment 





Frames and Merchandiser 


New basic frame units without shelv- 
ing or brackets are now available for 
tandem application, permitting the retail 
dealer to create his own custom-built 
island merchandisers. Frame units are 
offered for any desired length using 60” 
modules in two types. One has a 60” 
long center frame double-slotted on both 
sides, plus two square end frames sin- 
gle-slotted on one side. An add-on unit 
has the same center frame and one 
square end frame. Prepackaged shelf sets 
are also available. 

In addition, a new utility merchandiser 
with plastic trays is offered in the 
Spacemaster line. Reflector Hardware 
Corp., Dept. BMM, 1400 N. 25th Ave., 
Melrose Park, Ill. 
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Power Strapping Machine 

A new semi-automatic power strapping 
machine shares the same tensioning and 
sealing head as automatic models, but 
has a lower strap chute. Using M20L 
the operator positions the package, steps 
on the feed switch, inserts strap in the 
lower chute, then steps on the cycle 
switch to tension and seal the strapping. 
For use in component assembly, the 
lower chute can be fitted into a narrow 
slot between conveyor section ends. Chute 
lengths are 18”, 24” and 30”. A tension 
control wheel enables the operator to 


August 14, 1961, BUILDING MATERIALS MERCHANDISER (American Lumberman) 


adjust to tension up to 1,500 lbs. A 3-hp. 
dripproof motor powers the unit. Signode 
Steel Strapping Co., Dept. BMM, 2600 
N. Western Ave., Chicago 47. 

Circle No. 231 on Handy Cover Card 


Low Cost Drill Press 


A new low cost drill press with 2’ 
radial arm is designed so that the tool 
is moved and positioned rather than the 
work. A double swivel permits the op- 
erator to position the cutting tool to 
work in five different ways. Available 
in bench or floor-type machine, Unidrill 
has six interchangeable spindles or spin- 
dle adapters. It can drill up to 4%” in 
cast iron or %” in steel. Price of the 
270-lb. unit is less than $350. Details 
from Rockwell Mfg. Co., Power Tool 
Div., Dept. BMM, 492 Lexington Ave., 
Pittsburgh 8. 
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Portable Concrete Mixer 

A new portable concrete mixer has a 
capacity of 434 cubic feet in an upright 
position. It is said to be small enough 
to be carried in a passenger auto trunk 
The mixer features a large front open- 
ing, special pouring spout, fingertip con- 
trol and fast-pouring release. 

Porta Mixer is powered by a 3 hp. 
electric motor operating on 115 v. A 
gasoline engine is optional. Unit is 
mounted on a_wheelbarrel-type steel 
frame balanced on large all-pneumatic 
wheel. Total weight is 112 Ibs. Measure- 
ments are 53” long, 30” wide and 46” 
high. 

Mixer is cleaned with water rinse, can 
be used in a number of positions. Pour- 
ing drum has safety lock and protective 
guards. Unit is fully guaranteed, retails 
for $179. Details from United Porta 
Industries, Dept. BMM, Box 87, Roch- 
ester Rd., Ingomar, Pa. 
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NO NEED TO WORRY ABOUT DELIVERY with 
Mack mixers like this six-wheel, all-wheel-drive 
B Model on the job. Mack Balanced Bogie is 
ideal for snowy weather or for hub-deep mud 





of spring...is perfect, too, for carrying the 
larger mixer units. Reliability of Macks in even 
the worst weather helped Cleveland Builders 
Supply earn its reputation for service. 


How to lick one big problem 
of building supply 


Like to find out how to rid yourself once and for all of 
transportation headaches, one of the biggest worries of 
the building supply business? Then read what a top 
Ohio outfit does! 

Cleveland Builders Supply entrusts its important 
transportation tasks to its Mack trucks and is repaid 
with prompt, unfailing deliveries day after day. Such 
service is one very good reason why Cleveland Build- 


ers Supply has grown to be one of the largest firms of 
its kind in all of Ohio. 

Take ready-mix concrete as an example. When a 
contractor in or around Cleveland schedules a pour, 
he knows that the Macks of Cleveland Builders Sup- 
ply will be there at the right time. Neither weather 
nor terrain hinders them from averaging four to six 
trips a day, about one-third to off-street job sites. 
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WORKADAY LOAD of precast concrete roof and 
floor panels is taken aboard Mack-tractor-drawn 
flat-bed trailer. Contractors know that, when 


Or take the delivery of precast concrete roofing and 
flooring. A contractor can’t afford to have men wait- 
ing for a delivery that’s been delayed by breakdown. 
But Cleveland Builders Supply knows Mack six-wheel 
tractors get top legal loads to the job site on time, 
every time. 

Here’s what John H. Smith, fleet superintendent of 
Cleveland Builders Supply has to say: “‘Over-all per- 
formance of our Macks is excellent . . . fuel and up- 
keep economy is another big plus. And our drivers 
especially like their maneuverability, response and 
cab comfort.” 


they order materials from Cleveland Builders 
Supply, they'll arrive on time, every time— 
thanks to dependable Mack truck deliveries. 


4 
over 8 Straight years 


0.1 


wy by far in sales of 
diesel trucks 


>». 
*V¥vvt 


You'll hear the same story repeated over and over 
among top supply companies . . . firms whose repu- 
tations were built on reliable deliveries to customers. 


See your Mack branch or distributor today and 
find out all about the complete Mack truck line built 
exactly for your important hauling jobs. Mack Trucks, 
Inc., Plainfield, New Jersey. Mack Trucks of Canada, 
Ltd., Toronto, Ontario. 


MACK FIRST NAME FOR TRUCKS 
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Outdoor Sign Promotes Ceilings 

An attention-getting 3’x5’ illuminat- 
ed outdoor sign pictured above now is 
available at cost to dealers. 

Enclosed in durable aluminum and 
utilizing acrylic plastic side panels, the 
unit readily identifies a dealer’s store as 
a major source of supply for Armstrong 
ceilings. Fluorescent slim-line tubing 
provides strong, even light which makes 
the sign visible blocks away, day or 
night, announces manufacturer. Com- 
plete cost of the sign is $150. Armstrong 


Cork Co. 
Circle No. 214 on Handy Cover Card 


INNUUNUNNNN0N00N0 


— 


New Sales Aids 








Film on Plastic Pipe 


A new 16 mm. color film, entitled 
“What Kind of Pipe Should I Buy,” now 
is available to dealers. It answers the 
common questions raised by persons in- 
terested in polyethylene for cold water 
piping. It deals with such subjects as 
density, standards, tests, comparative 
costs and safe materials. 

A 400’ coil of the 11%2” tubing weighs 
about 70 pounds, can be delivered to job 
site quickly. The pipe has many applica- 
tions on the farm and around the house. 


Allied Chemical Corp. 
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LIFE PICKS UP WHEN YOU 


in new rooms and old 
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GYPSUM WALLBOARO 
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LIVING 'S GREAT US 
IN HOMES TODAY © 
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Kit Sells Sheetrock Wallboard 


A free kit now available to dealers in- 
cludes a literature rack and eight promo- 
tional pieces describing the merits of 
Sheetrock wallboard. 

Theme of the kit reminds homeowners, 
“Life Picks Up When You Fix Up.” In- 
struction pamphlets in the display in- 
clude a how-to application sheet and a 
sheetrock Perf-A-Tape Joint Treatment 
direction sheet. There also are photo- 
graphs, signs, price spots and product 
data cards for in-store product displays. 


U. S. Gypsum Co. 
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Faster, Easier, Sanding! 


th You're looking at one shelf ina 
8 3M Sandpaper Cabinet. There are 

seven more shelves just like it and 
together they bring sandpaper stocks 
out in the open for self-service buying. 


SINGLE SURFACER 


Just dial the ‘‘mike”’ for 


INSTANT PLANER ADJUSTMENTS 


Micrometer Adjustment Control of Buss wedge bed 
planers lets you plane faster, cleaner and more 
accurately. Just dial the .001” graduated 
micrometer to accurately adjust lower rolls 


Attractive display unit holds com- 


plete grit selection for 99% of cus- 


super sau 
torner needs. Choose from five profit 
building sandpaper assort- 

salesman 


ments. Ask your 3M Man. 
"3M 1S A REGISTERED TRADEMARK OF 3m CO ST. PAUL 6, MINN. 


® 
Minnesota Mining ano [fanuractunine company 
eee WHERE RESEARCH I$ THE KEY TO TOMORROW 
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for rough and finish cuts. Settings can be made 
even while planer is running. Sectional feed 
rolls, chip breakers and four driven rolls 
offer anti-kick-back operation. Built-in 
knife grinder, variable speed. Sizes 24”, 26”, 
30” x 8”. Write for Bulletin /61. 


PLANER SPECIALISTS SINCE 1862 


BUSS MACHINE WORKS, INC. 
A Subsidiary of Greenlee Bros. & Co., 

238 EIGHTH STREET EX 2-2341 HOLLAND, MICHIGAN 
Circle No. 38 on Handy Cover Card 
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‘*Story Behind a Cal-Wood Door’’ 


A full-color sound and slide film, en- 
titled “The Story Behind a Cal-Wood 
Door,” shows door buyers and specifiers 
some of the things they should look for 
in doors before ordering them. 

Viewers are instructed in all operations 
which occur in manufacturing grid core 
doors, solid core doors, folding doors and 
specialty flush doors. Emphasis is given 
a new process for manufacturing pre- 
finished doors. Dealers may obtain ap- 
pointments for film showings. California 
Wood Products. 


PALCOTE 
PRIMED SIDING 


SAVES 40% fae one 
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Promotes Palcote Siding 


A new display lights up as a result of 
capturing overhead light, either natural 
or artificial, on a special ink that re- 
flects the word “Palcote.” 

A sample of Palcote paint-primed red- 
wood siding and a pocket containing 
literature completes the eye-catching 
unit. The literature fully details the ad- 
vantages of the paint-primed vertical 
grain redwood siding and paint-primed 
long lengths of fascia and trim, both 
paper-wrapped in plasticized packages. 
Pacific Lumber Co. 


Signet Cabinet Display 

A new floor display promotes Car- 
adco’s Signet Cabinet. Doors and end 
panels of upper cabinets have bisque 
finish; lower units are in a maduro fin- 
ish. Pulls are brass with white inserts. 

Upper cabinets are mounted on the 
lower cabinets through use of a heavy 
bracket hidden by sign. All cabinets are 
set up, assembled and doors hung. All 
screws are included. Packed in two car- 
tons for shipment. Width of cabinet 
units is 36”; six square feet of floor 
space is needed for sample. Caradco, Inc. 
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MAGLINER MOBILE LOADING RAMPS go where you go... 
provide a loading dock where you need it, when you need it! 
Magnesium-light construction for easy one man handling— 
anytime, anyplace. The result: easier work, happier men... 
lower cost loading! If you load or unload trucks or railcars 
from ground level, you’ll want a copy of Magline’s Bulletin 
—‘‘Everyday Ground-Level Loading Problems and How to 
Solve Them.” 


WRITE TODAY FOR BULLETIN DB-211 
Masgline Inc., P. 2: Box ] 98. Pinconning, Frame 


Wood, metal, paint or varnish—just 
two papers, ‘‘Production’’ and 
“‘Wetordry”’ handle 99% 
of customers’ sanding 
needs. Simplified 8-grit 
stock makes self-service 
quicker... turnover faster... 
with no excessive inventory. 
Customers like the better re- 
sults they get from profes- 
sional type paper, too. 
Stock up. Ask your 3M 
an. 


Stock 


answer {0 


sanding 
questions 


“*PRODUCTION’’ AND ‘‘WETORORY’’ ARE REGISTERED TRADEMAR 


MAGNESIUM 


KS OF 3M CO., ST. PAUL 6, MINN, 


Mienesora finine ano PMMianvracturing company 
oes WHERE RESEARCH IS THe KEY TO TOMORROW 


MAGLINER MOBILE-LOADING RAMPS 
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LOADING OF NEW BOXCAR is similar to outed of loading flat car, but the car 


provides enclosed safety as a bonus. 


Full-Door Boxcar For Lumber 


CuicaGo—A_ new full-door box- side “as easily and economically” as a 
car, said to provide fast, easy loading flatcar, with the load fully enclosed. 

Equipped with nailable steel flooring 
its entire length, the full-door boxcar 
has a cushion underframe. Located in 
the center sill of the car, Hydroframe- fall. 
60 provides 30” of hydraulic cushion- 
ing in either direction. This reduces 
impact forces on the lading below the 
level at which damage occurs, PS 


and unloading of heavy materials such 
as lumber, has been built by Pullman- 
Standard. Designed and tested by 
Southern Railway System, the road has 
ordered 200 of the new cars. 

A 50’6” opening is provided when 
the aluminum side door is raised up 
under the roof like a garage door. The 
new-type car can be loaded from either 


IBI Promoting Ceiling Tile 
In ‘Home Quiet’ September 


CuHICcCAGO—September has been des- 
ignated “Home Quiet Month” by 
the Insulation Board Institute to pro- 
mote sales of fiberboard acoustical 
ceiling tile. 

Charles M. Gray, IBI manager, said 
September was selected because it is 
the month of intensive display of new 
model homes and the time most home- 
owners begin thinking about interior 
home improvements. He pointed out 
that the new construction market pro- 
vides a major opportunity for lumber 
and building materials dealers to in- 
crease fiberboard ceiling tile sales. 
Only about 10% of such sales are 
now for new homes. 

IBI member companies have more 
than 200 styles and colors of fiber- 
board tile to choose from. In the last 
seven years, sales have increased 
345%. “Home Quiet Month” is being 
widely publicized in trade and con- 
sumer magazines and newspapers. 


Plans Pipe Plant 

New YorK—A new $10 million as- 
bestos cement pipe plant will be built 
by Flintkote Co. at Ravenna, Ohio this 
Flintkote recently signed an 
agreement with Johns-Manville Corp. 
to make J-M’s Transite asbestos cement 
pipe. The pipe will be marketed 
through Orangeburg Mfg. Co., Flint- 
kote subsidiary. 
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cut contractors 
scaffolding costs 65% 


@ Profitable Dealerships 
Now Available 


25 years of dealer sales and 
contractor use proves the profits 
AND volume sales of these 
patented pump jacks. Your 
Pump Jack sales give you 
greater tie-in sales of siding, 
lumber, paint and other profit- 
able materials. Help your con- 
tractors increase actual work- 
ing time and decrease down- 
time. Simple foot lever opera- 
tion raises platforms quickly 
and easily to each working 
level. Automatically locks for 
complete safety. Works on or- 
dinary 2X4 fir poles. 


, Write today for this free cat- 
alog and your low prices 


EWARK 
ADDER 


& BRACKET CO., INC. 


Box No. 18 Clark, New Jersey 
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REDUCE delivery costs. 
‘UNLOAD a LOAD or HALF LOAD at a time 
a with an 
R-B ROLL-OFF 
truck body 


Complete bodies shipped KD. Easily installed. 
Write, wire or phone for catalog and prices. 


The R-B Co. 
1921 Guinette, Kansas City 20, Mo. 
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MEN /n the news 


John Macleod 


Dave S. Prowse 


* Dave S. Prowse, assistant secre- 
tary-manager of the Ontario (Can.) 
Retail Lumber Dealers Assn., has 
been named manager, succeeding 
Tom Homewood, who has joined the 
Lumber Dealers Merchandising In- 
stitute, St. Paul, Minn., as assistant 
to the chairman of the board of di- 
rectors. 

Homewood was secretary-manager 
for 20 years. Before joining the asso- 
ciation two years ago, Prowse had 
done news, radio and sales promotion 
work. 


¢ John C. MacLeod has been ap- 
pointed to the newly-created position 
of vice president-operations of AI- 
lied Chemical’s Barrett Div. Mr. Mac- 
Leod will be responsible for manu- 
facturing, production planning, indus- 
trial engineering, quality control and 
new construction at Barrett’s build- 
ing and paving materials plants. 


¢ J. P. Weyerhaeuser III, manager 
of marketing research and merchan- 
dising, will head up expanded promo- 
tion and advertising of Weyerhaeuser 
Company's wood products division. 
He will direct consolidated merchan- 
dising programs previously undertak- 
en by four separate divisions of the 
company. 


* Edward A. Diefenbach, managing 
director of the Institute for Essential 
Housing, Wayne, Pa., has been named 
vice president of Certain-teed Products 
Corp., Ardmore, Pa. 


¢ Donald §. Gunderson has been 
named administrative assistant to S. 
M. Van Kirk, general manager of 
National Building Material Distribu- 
tors Assn., Chicago. 


* Carl E. Miller has been named 
general sales manager of all lumber, 
plywood and other products manu- 
factured or purchased on the west 
coast, as well as all manufactured or 
purchased southern lumber and oak 
flooring, for Long-Bell Division of 
International Paper Co., Kansas City, 
Mo. 


¢ John O. Cox has been elected 
president of Contractors Supply and 
Lumber Co. and also of Houston 
Distributors, Houston. 
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Butler-Johnson Corporation 
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How Leading Wholesalers 


Support Dealers 


ANY WHOLESALERS in the 

lumber and building materials in- 
dustry realize that their job doesn’t end 
with the delivery of an order. They 
offer training and promotions to help 
retailers complete the sale to custom- 
ers. Three good examples are de- 
scribed here. 

Backs dealers. Jack Butler and Rols- 
ton Johnson emphasized in a BJC- 
Gram mailer (see above) that Butler- 
Johnson Corp., Oakland, Calif., whole- 
sales to dealers only. Butler said his 
company’s promotion was designed to 
make clear to “dealer friends and 
customers that our investment in the 
wholesale business is 100% commit- 
ted as a service organization for them, 
not their customers.” 

B-J’s mailer offered a $1,000 re- 
ward to anyone who could prove that 
the company has made a single retail 
sale. Another $1,000 was added for 
anyone who could prove B-J had ever 
made a direct sale to home builders, 
tract builders or general contractors. 
Butler said the mailer was so well re- 
ceived by dealers that the offer was 
reissued. 

Sales training. Guy L. Ferguson, 
Marquart Millwork Co., Oshkosh, 
Wis., has conducted a sales school for 
lumber dealer countermen from all 
over eastern Wisconsin and Michigan’s 
upper peninsula. As many as 60 inside 
salesmen attended the school at one 
time, some traveling as far as 200 
miles to get there. Next year Ferguson 
will hold dealer meetings. 

“There is no question that this train- 
ing program has paid dividends,” Fer- 
guson said. “Countermen became fully 
acquainted with Armstrong Cork Co. 
ceiling products and how to sell them, 
taking full advantage of national ad- 
vertising and promotion. We have had 
great success in selling the Armstrong 
line.” 

Bad weather sales. Ben Lewis, SJr., 
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assistant marketing manager, Palmer- 
Donavin Co., Columbus, Ohio, earlier 
this year made a series of direct mail- 
ings to area contractors. Each letter, 
featuring a lead-in idea, began with the 
tie-in phrase “Your lumber dealer 
asked us to write you.” 

Mailings contained samples of Arm- 
strong ceiling products and explained 
how contractors “could make some 
real money” during the off-building 
season through ceiling renovation jobs. 
Of the 410 contractors who received 
the letters, 32% responded. The idea 
is still paying off in ceiling product 
sales for many P-D retail customers. 





Koppers Establishes Separate 
Panel Department 

PITTSBURGH—B. R. Sarchet will 
head a new Panel Department es- 
tablished by Koppers Co., Inc. Pre- 
viously the company’s building panel 
activities had been carried on by a 
development group which operated 
within the Plastics Division. 

Koppers Detroit Panel Plant, which 
has a capacity for producing Dylite 
panels for more than 1,000 homes a 
year, will be operated by this new 
Department. The new unit will also 
work with the company’s licensees 
who are producing panels in their 
own plants in various parts of the 
country, and will seek additional li- 
censees in areas where market op- 
portunities are most promising. 





To Prefab in Europe 

SANTA Monica, CALIF.—Lear, Inc. 
has formed a subsidiary to build and 
sell prefabricated homes in Europe. 
It will distribute in France, Italy, 
West Germany and Switzerland un- 
der an agreement with National 
Homes of Lafayette, Ind. 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time—30c per word for each insertion. 
Minimum charge of $1.50 per line. 


3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
owed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


BUILDING MATERIALS MERCHANDISER 
59 East Monroe St., Chicago 3, Ill 
Phone Fi 6-7788 





HELP WANTED 





Marketing Specialist 
Challenging opportunity in Building Ma- 
terials Marketing for college graduate, ex- 
perienced in product marketing and sales. 
Knowledge of building materials distribu- 
tion necessary. As staff liaison between mar- 
keting management and field sales, he will 
have responsibilities in the areas of market 
analysis, sales forecasts, advertising and 
sales promotion and planning and develop- 
ment. 


This newly created position offers excellent 
growth potential with Insulite, one of the 
oldest manufacturers of products in this 
field. In addition, this position offers a 
broad program of employee benefits, all 
Company paid 


Send detailed resume, including salary re- 
quirements to Don Lindert, Minnesota and 
Ontario Paper Company, 500 Investors Bldg., 
Minneapolis 2, Minn. 





Man 30-40 experienced in supervising yard 
operations and employees. Hard worker with 
good knowledge of lumber and kindred ma- 
terials. Some sales experience desirable. Ex- 
cellent advancement possibilities. Location 
Chicago suburb. Address Box R-29 Building 
Materials Merchandiser. 





SITUATION WANTED 











SITUATION WANTED 











General Manager with successful back- 
ground would like position with greater 
challenge. 15 years in retail lumber and 
building supplies including shell housing 
experience. Excellent references. Address 
Box R-25 Building Materials Merchandiser. 





MANUFACTURER'S 
REPRESENTATIVE AVAILABLE 








Sapiens agen igen 3 with solid following 

York and vicinity, seeks lines as 
MANUFACTURER'S REPRESENTATIVE for 
specialty items sold to Lumberyards, Distrib- 
utors, Wholesalers and _ Industrials. Com- 
mission, references, office, car. Address 
Box R-24 Building Materials Merchandiser. 





LUMBER FOR SALE 











LOUISIANA RED CYPRESS 
Truckloads or Carloads 
Straight or Mixed 


1x4, 1x6, 1x8, 1x10 and 1x12 #2 Common 
4/4, 5/4, 6/4 & 8/4 #1 Shop & Better 
4/4 & 6/4 Selects & Better 
4/4 #3 Common & Box 


Also 4/4, 6/4 & 8/4 #2 & Btr. 
Deep Swamp Cypress 


Advise Your Needs — Secure Our Prices 
MIDLAND VALLEY LUMBER COMPANY 


P.O. Box 2501 Baton Rouge, La. 





PONDEROSA PINE 
Write us about your requirements: 


. #3 Com S4S RWRL or 1x12 
. #4 Com S4S RWRL or 1x12 
3. 4/4 S4S C & Better RWRL 


Ponderosa Pine de Mexico 


P. O. Box 88, Ft. Worth, Texas 





BUSINESS FOR SALE 











Owner retiring from well-established, mon- 
ey-making retail building material business. 
Sales around $25,000 month. Seeking inves- 
tor who can recognize a good deal when he 
sees it. One who will retain two most 
valuable employees who want to invest $20,- 
000 in the business. Both have long valuable 
experience in the business, trained by the 
best in the business, each capable of man- 
agement of any comparable establishment. 
No premium asked. Stock at market price. 
Location and plant one of the best. Lots, 
shed, warehouse and yard room. First class 
equipment. $75,000 will handle. Address Box 
R-27 Building Materials Merchandiser. 





Prosperous Building Material Business in 
Michigan's best resort town. Ample ware- 
house and yard space. Large, modern sales- 
room. Best of prospects. About sixty thou- 
sand will cover stock and equipment. Will 
sell, or lease, land and buildings. Address 
Box R-28 Building Materials Merchandiser. 





MILL REPRESENTATIVE, with large follow- 
ing among Wholesalers and Retail Lumber 
Yards in Metro) ee New York area, seeks 
connection wi top-notch source to sell 
Millwork, Mouldings, Lumber and all al- 
lied building materials. Experienced - of- 
fice - references - commission. Address 
Box R-23 Building Materials Merchandiser. 
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RAILS WANTED 











RAILS: New and Relaying. Bought and Sold. 
1000 Good Serviceable Kiln Trucks in stock. 
M. K. FRANK, 480 Lexington Ave., New 
York 17. 400 Park Blidg., Pittsburgh 22, Pa. 


MISCELLANEOUS FOR SALE 








CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
119 North Fourth Street 
Minneapolis 1, Minn. 





5,000 sheets 1/10” hardboard. 
Approximate size 50” x 93” 
Will sell all or part, cheap. 
Address Box R-26, Building Materials 
Merchandiser 





CHAIN LINK FENCE. Direct from factory 
to you. Wires, posts, rails, fittings. Will ship 
wire or any accessory separately. Write con- 
cerning dealership in your area. Ship any- 
where. Contact: TE 3-7587, B. W. Kemp, 
944 Main St., Beaumont, Tex. 





ADVERTISERS’ INDEX 





Allied Chemical Corp., 

Barrett Division 
Alsynite, 

Div. of Reichhold Chemicals, Inc. 
American Turpentine Farmers Assn. 


Barclay Mfg. Co., Inc. 
Barrett Division, 

Allied Chemical Corp. 
Bethlehem Steel Co. 
Beverly Mfg. Co. 
Brammer Mfg. Co 
Buss Machine Works, Inc. 


Continental Steel Corp. 


Deniston Co., The 
DeWalt, Inc., Sub. of Black & Decker ...26 
Dur-O-waL Div., 

Cedar Rapids Block Co. 


Feather-lite Mfg. Co. 
Ford Div. of Ford Motor Co. 


Georgia-Pacific 
Griffin Manufacturing Co. 


Pare ree ere ee 55 
Keystone Steel & Wire Co. 


Libbey*-Owens*Ford Glass Co. 
Lyf-Alum, Inc. 


NN I NE 0's 5.6 0's 9 09 8.0.0.6.9 00-4 3 08 66-67 
Macklanburg-Duncan Co. 

Magline, Inc. 

Marlite Div. of Masonite Corp. 

Minnesota Mining and Mfg. Co. 

Molly Corporation 

Multiplex Display Fixture Co. 


National Manufacturing Co. 
National Plastic Products Co., 
Newark Ladder & Bracket Co., 


Panel-Lift Door Corp. 
Pittsburgh Plate Glass Co. 
Precision Lock Mfg. Co., 
Pruden Products Company 


Quaker State Metals Co. .............445. 19 


R-B Co., The 
Roddis Div., Weyerhaeuser Co. 
Ruberoid Co., The 


Simpson Timber Co. 
Southern Pine Assn. 


Trinity White Dept 
General Portland. ‘Cement Co. 


West Coast ga a EEL Te 57 
SO OC ear 36-37 
Weyerhaeuser Co., "Roddis Div. 2 


August 14, 1961, BUILDING MATERIALS MERCHANDISER (American Lumberman) 





“Attitudes Shape Destiny 


By ART HOOD 


(Written especially for Building Materials Merchandiser by 
Art on his 70th birthday this month as a birthday memen‘o 
to his thousands of dealer, wholesaler and manufacturer 
friends in the building materials industry). 


ART HOOD, con- 
sultant to Building 





ERE IS A PLEDGE, distilled from the wisdom of the 
ages, for the man or woman who holds success and 
happiness as the primary pursuits of life: 


1. Knowing that my heart’s desires can only be 
achieved through proper attitudes and aptitudes, and 
that the latter is conditioned by the former: 
I will continuously strive to maintain the right 
attitudes and develop necessary skills. 
Il. Accepting the truth that the measure of my suc- 
cess and happiness will be the extent of my contri- 
bution to the fulfillment of the aspirations of my 


Materials Merchan- 
diser, has conduc- 
ted 97 management 
workshops for deal- 
ers and is director 
of the Building In- 
dustries Marketing 
Institute at Purdue 
University. His ar- 
ticles appear regu- 
larly in this maga- 
zine. 


fellow human beings: . 
c g est in others is the doorway to self-interest: 


I will adopt, as my basic philosophy, “Dynamic 
Humility” i.e. an enlightened self-interest which 
rejects the extremes of either arrogance or self- 
abasement, which is motivated by a gratitude for 
the power that flows to and through me from 
the Source of Life, and which is energized by a ; 
determination to make the maximum contribu- Vill 
tion for the privilege of life and living. 
III. Realizing the inevitability of continual change 
in all things and that everything being done can be 
improved, I will: 
—Strive to make productive all changes that 
affect me. 
—Continuously hold a constructive discontent 
with things as they are. IX 
—Consistently practice research, analysis and the 
problem-solving in finding the better way. 
—Have the self-discipline to acquire the skills 
to make the better way effective. 
—Periodically revise my judgment, as my ac- 
tivities grow, concerning what I can and X. 
cannot improve in my environment. 
—Ask these two things about activities within 
my scope: 
(1) Is the action being taken necessary? (2) XI. 


I will consistently practice putting myself in the 
other fellow’s shoes, thinking as he thinks, feel- 
ing as he feels, and employing the “you” atti- 
tude first in all my communications, thus rec- 
onciling others’ motivations to my purposes. 


I. Utilizing nature’s basic law that growth is 
achieved by the sub-division of cell structures, when 
I have success patterns established in my work: 


I will overlook no opportunity in multiplying 
them by delegating to others the development 
of like patterns and then supervising their per- 
formance for mutual gain and maximum 
growth. 

In the belief that it is the best way to heighten 


impact of my individuality on my environment: 


I will continuously strive to brighten the facades 
of my personality, my mind and my character 
—avoiding, insofar as possible, the things which 
will impair my health. 

n the realization that humor is a lubricant among 


the frictions of life: 


I will share the privilege of laughter with 
others and, occasionally, at myself. 
Knowing that there is a Spiritual Power in the 


Is it being done in the easiest, quickest and universe which is mine for the asking: 


best way? 
IV. Holding time as my No. | asset: 
1 will budget my hours for thinking, rest and 
recreation as well as for action-filled creativity. XI. 


I will tune in spiritual sources for guidance, in- 
spiration and constructive power through daily 
prayer. 

My economic code will be to Serve, Sell. 


V. Knowing that I have over 12 billion cells in my Spend, Save and Share: 


mind, each of which is capable of creating, storing 
and interrelating thought: 
I will accept no limitation to the growth of my 
mental capacities and will strive daily for new 
and more accurate knowledge. 
VI. Accepting mind in-take as the basic method of 
intellectual growth: 
1 will maintain an insatiable curiosity concern- 
ing what makes successes succeed and failures 
fail, thus profiting by the experience of others 
—the good, the bad, and the sad. 
VII. Realizing that my goals in life will largely be 
attained through persuading others to act the way 
I want them to, that people always act in what way 
they think is their own self-interest, and that inter- 


To Serve to the limits of my capability. 

To “Sell” my services for one kind of gain or 
another. 

To Share with those who help me serve and 
who buy from me. 

To Save a part for “seed money”. 

To Share with those who help me serve and 
sell, as well as with those less fortunate than 1. 


LSPA AADUED A, 


PUT Te a LR Ee 


Initial here ——————— 


attitudes become as natural as breathing. 
Attitude: A position which gives ex- From then on the only limits to the attainment of the 
pression to a belief, feeling or emotion. individual will be the remaining span of life itself. 
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Any executive, sales or operational worker in industry 
could profit by signing this pledge, putting it in his 
pocket with his money, and keeping it there until these 
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Dollar for Dollar... 

















INDUSTRIAL UTILITY WITH LONGEST LIFE! 


PANEL! LIFT 


LOWEST-PRICED, Electrically-Operated 
GARAGE DOORS 


PAT. PENDING 


are the best buys 


for you and your customers 


Lift, stack and lower like a venetian blind ! Hori- 
zontal, solid steel panels lift vertically, gliding quietly 
and smoothly in individual steel channels—much like 
the operation of a venetian blind—to nest compactly 
above the opening in a space only 13” deep. Only 7” 
headroom required for residential doors. 

Space-hogging, troublesome overhead tracks, 
springs and counterweights are eliminated. First cost, 
installation and maintenance costs are reduced to a 
minimum! 

Residential doors have low-voltage, key-switch 
operation. Industrial doors operate by push-button. 
Both have automatic locking and safety devices. 

Get all the startling facts on this amazing door by 
return mail. Address Dept. M-814. 


PANEL: LIFT DOOR 
CORPORATION 








1724 CHESTNUT STREET 
PHILADELPHIA 3, PA 


| Wholly-owned subsidiary of Standard Toch Industries, Ine. id 
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New Literature 


Se TTT TT TTT Len Eo 


Time-Saving Card—See Back Cover 


Where and How to Insulate. A new, eight-page catalog 
simplifies the selection of Mineral Wool Insulation for the 
homeowner and also fully details do-it-yourself installation. 
The booklet explains how the selection of proper insulation 
is merely a matter of referring to one simple map and one 
simple chart. Requirements for electric heating and/or air 
conditioning are fully covered. National Gypsum Co. 

Circle No. 220 on Handy Cover Card 


“Teco Plate Type Roof Trusses” is the title of a new 16- 
page booklet available on request. It contains complete design 
details for spans ranging from 16’ to 32’ and slopes from 
24:12 to 7:12. Designed to meet FHA criteria relating to roof 
trusses, the Teco plate system is covered by FHA Bulletin 
SE-297. A copy of this bulletin is contained in the booklet. 
Timber Engineering Co. 

Circle No. 221 on Handy Cover Card 


Garage Doors. A compact pocket-size folder, entitled “The 
Door of a Thousand Faces,” is printed in four colors. It is 
arranged as a miniature showroom for the Crawford Marvel- 
Lift residential garage doors and GM _ Delco-matic garage 
door operators. Space is provided for imprinting. Crawford 
Door Co. 

Circle No. 222 on Handy Cover Card 


Olympic Stained Products. A new, free booklet fully details 
the advantages of using the manufacturer’s complete line of 
Olympic stains and pre-stained cedar sidings. Olympic Stained 
Products. 

Circle No. 223 on Handy Cover Card 


Use of prefab storage rack materials to achieve larger ware- 
housing capacities and greater operating efficiency is described 
in a new booklet, “How to Win the Race for Storage Space.” 
Also described are Acme’s new drive-in and drive-through 
rack components which permit high-density, full access stor- 
7” of palletized items. Acme Steel Co., Fabricated Materials 

iv. 

Circle No. 224 on Handy Cover Card 


“High Fashion for Your Home, Too!” is the title of a new 
folder for consumer handout. It fully details the design and 
maintenance-free advantages of Crown baked enamel alumi- 
num siding for new or old homes. Crown Aluminum Indus- 
tries Corp. 

Circle No. 225 on Handy Cover Card 


Pioneer Brand Studs. A new booklet, entitled “A Giant 
Step from the Forest to the Home”, traces the production of 
kiln-dried Pioneer Brand Studs from the standing timber to 
finished product. Emphasis is given to Pioneer’s grading stand- 
ards which select only the choicest lumber for first-quality 
studs. Crescent Lumber & Shingle Co. 

Circle No. 226 on Handy Cover Card 


Landscaping. A new 16-page booklet depicts step- -by-step 
operations in landscaping a suburban housing development 
with Ford tractors and equipment. The free booklet utilizes 
full-color photographs to show problems and solutions and 
limits its text to identification of the equipment and operation 
being performed. Ford Tractor’s Industrial Sales Dept. 
Circle No. 227 on Handy Cover Card 


Three-Wheel Utility Vehicles. A full-color, eight- -page cata- 
log, entitled “Twice the Power for Cushman Trucksters,” fully 
describes the manufacturer’s 1962 line. Complete mechanical 
specifications for each Truckster are given and cutaway views 
are included to show construction and operational details. 
Cushman Motors, sub. of Outboard Marine Corp. 

Circle No. 228 on Handy Cover Card 


Incentive Contests for Employes. A new booklet, entitled 
“Merchant Sponsored Incentive Contests for Retail Employes,” 
is specifically designed to be used profitably by lumber dealers. 
It gives suggestions, plans and procedures for stimulating em- 
ployes to better performance. It was written by Prof. Donald 
W. Scotton, Marketing Dept., Univ. of Ill. For a copy, send 
75¢ to the Univ. of Ill. Bureau of Business Management, 49 

Administration Bldg. (West), Urbana, Ill. 
Circle No. 229 on Handy Cover Card 
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Marlite Colors and Patterns 
Complement Any Interior! 


Seautiful decorator colors. Authentic Trendwood® re- 
productions. Distinctive marble and design patterns. 


Whatever the interior, Marlite paneling is styled by 
American Color Trends to lend just the right decorative 
touch ... And you can recommend Marlite with confi- 
dence! Unlike many “finished” wall panels that dull with 
age and damage through use, Marlite’s soilproof baked 
plastic finish shrugs off grease, stains, mars—even heat. 


Walls of Marlite stay like new for years, yet require only 
minutes of care. 

With Marlite, you can offer your customers almost 
unlimited decorating possibilities in both remodeling or 
new construction. If you’re not already handling profit- 
able Marlite, get full details now from your wholesaler, 
or write Marlite Division of Masonite Corporation, Dept. 
841, Dover, Ohio. 


Marlite 


plastic-finished paneling 





ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 


Circle No. 44 on Handy Cover Card 


' This card 
Advertise 


7 

14.15 1 
' 27 28 25 
. 40 41 47 

53 54 55 
r 66 67 68 
79 80 81 
92 93 94 


| New Proc 
and Liter« 


201 202 203 
214 215 216 
227 228 229 
240 241 242 
253 254 255 
266 267 268 
279 280 281 


Name 


Title 
Company 
Address __ 
. City 
Check as man 


( ) Dealer 
( ) Prefab 


This card 
' Advertise 


1 2 #@ 
14 15 16 
a7 28 2 
40 41 42 
53. 54 55 
66 67 68 
79 80 81 
92 93 94 


New Prod 
and Litere 
201 202 203 
214 215 216 
227 228 229 
240 241 242 
253 254 255 


266 267 268 
279 280 281 


Name 
Title 
Company 
Address 


City 





Check as man 


( ) Dealer 
( ) Prefak 





his card good until November 15, 1961 
dvertised Products August 14, 1961 


> 3s 4B E8e FB Pe Se Se 
15 16 17 18 19 20 21 22 23 24 25 
28 29 30 31 32 33 34 35 36 37 38 
41 42 43 44 45 46 47 48 49 50 51 
54 55 56 57 58 59 60 61 62 63 64 
67 68 69 70 71 72 73 74 75 76 
80 81 82 83 84 85 86 87 88 89 
93 94 95 96 97 98 99 100 101 102 103 104 


ew Products, Sales Aids, Equipment, 
d Literature 


202 203 204 205 206 207 208 209 210 211 212 213 
4 215 216 217 218 219 220 221 222 223 224 225 226 


241 242 243 244 245 246 247 248 249 250 251 252 
254 255 256 257 258 259 260 261 262 263 264 255 
267 268 269 270 271 272 273 274 275 276 277 278 
280 281 282 283 284 285 286 287 288 289 290 291 


eck as many as apply: 


) Dealer ) Wholesaler 
) Prefabricator ( ) Other 


ann Ren: ene Sem. FRESE, Sateen Senne Renee Rt Rene: annem nent selene hemes nee ee 


August 14, 1961 


: 2 © 2 4 7 3 2 1 ia we 
3 16 WW % 19 2 21 22 24 25 26 
28 29 30 31 32 33 34 35 37 38 39 
41 42 43 44 45 46 47 48 50 51 52 
54 55 56 57 58 59 60 61 63 64 65 
67 68 69 70 71 72 73 74 76 77 78 
80 81 82 83 84 85 86 87 89 90 91 
93 94 95 96 97 98 99 100 101 102 103 104 


ew Products, Sales Aids, Equipment, 
d Literature 


1 202 203 204 205 206 207 208 209 210 211 212 213 
4 215 216 217 218 219 220 221 222 223 224 225 226 
7 228 229 230 231 232 233 234 235 236 237 238 239 
O 241 242 243 244 245 246 247 248 249 250 251 252 
3 254 255 256 257 258 259 260 261 262 263 264 265 
6 267 268 269 270 271 272 273 274 275 276 277 278 
¥ 280 281 282 283 284 285 286 287 288 289 290 291 


eck as many as apply: 


) Dealer ) Wholesaler 
) Prefabricator ( ) Other 







































































: y i f F 
“) = . 
< 2 RENNES IE 
UZ un 
oz8 , 
~ £ Oo 
res cee s 
a -_ 
iT) s 
[-4 
_ 
“ 
a 
Z ; 
ov lw 
vis|/S S25 
seats ="-eGa * 
waz? & wi 
Gee w “MUW Ss 7 
we>|"® 2522 
este eE=zR © 
ees = a 2 > 0 . 
we. we - = 
zeaig S255 . 
4 z 
= a 
= 
5 
[-) 
=z | 
cs 
OZ< 
a= 2 , 
a ¢ ; 7 
" @2 . : 
: ...eXxC/usive with Hur 














: A dead bolt and chain door fastener in convenient hol 
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@.;|- Sar . combined, all in one attractive unit of This No. V-837 ] 
2 “=x .. * ° 
Visio 2 ac 2 extruded brass. When bolt is in normal Door Fastener is ar 
Bez; = y wy sed position, it is a positive dead bolt. quality and value th 
= e> ve z >~ a Reversed, it becomes a chain door fas- hardware the choi 
ry > ry 7} S 6 tener. When not in use, bolt is stored for over 60 years... 
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f hardware 


nt holder on door casing. 

-837 Dead Bolt and Chain 
er is another example of the 
alue that has made National 
e choice of better builders 
ears... ask for it by name. 


\CTURING CO. 


Sterling, Illinois 





